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We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 
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Over $66,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 








ive Mm: LAWRENCE M. CATHLES, 


Vice President & Actuary 
P. N. THEVENET, Secretary 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President 


A 


J. M. Yoes, Secretary 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man cf vision. He must bea fighter. He needs brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence 
and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it: 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute know- 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. If the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY | 


of PITTSBURGH, PENNA. 
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JUDGE GARY ON ACCIDENT PREVENTION 


‘He and Marcus A. Dow Address Merchants Association of New York 


(Special Report from our Staff Correspondent) 


T a luncheon meeting of the Merchants As- 
sociation of New York on Tuesday, Judge 
Elbert H. Gary, chairman of the board of 
the United States Steel Corporation, made 
an interesting address in which he laid 
emphasis upon the number of serious pre- 
ventable accidents occurring every day 
throughout the country. He advised that 
“there should be constant admonition to every living man, wom- 
Fanand child: “Look Out for Accidents.” “Don’t Get Hurt.” 
| “Don’t Hurt Others.” “Don’t Be Thoughtless, Don’t Be 
' Careless.” He advocated constant warnings to beware of 
| accidents, and described the possible experience of a single man 
‘through every twenty-four hours. He mentioned fifteen or 
‘twenty of the hazards which beset the average man through 
"his regular daily routine, any one of which might easily prove 
F fatal. He said, “We should, forever and ever, constantly and 
| thoughtfully exercise care to the utmost.” After referring 
: further to the tremendous numbers of accidents and constant 
"Possibilities of them, he asked, “Shall we be indifferent, or 
shall we conclude that to the extent we can prevent, but fail, 
| We are morally almost as much responsible as we would be if 
/We caused or voluntarily participated in the preventable ac- 
“tidents?” He urged his hearers to do their utmost to aid the 
fight for safety. 
© Marcus A. Dow, director of safety of the New York Central 
lines, also spoke and praised the results achieved in certain 
MGities, such as St. Louis and Baltimore, in reducing accidents, 
Which were cut down very materially by safety campaigns. 
At Baltimore, during eighteen hours, inspectors at particular 
{ossings at which 80,000 people crossed noted that only 275 


did not look both ways before crossing. A count, of 306,000 
vehicles crossing railroads at grade crossings showed that only 
156,000 of the drivers looked both ways. He urged the teach- 
ing of safety in the public schools, and stated that the Safety 
Institute would aim to bring about greater carefulness on the 
part of automobile drivers, etc. Safety work on the New York 
Central lines has reduced deaths and injuries 50 per cent since 
1913. He asked for the vigorous support of the Merchants 
Association in the safety campaign. 

One of the documents distributed at the luncheon was a 
four-page leaflet put out by the United States Casualty Com- 
pany containing four safety lessons for use in schools, there 
being warnings as to crossing the street, rushing into the street, 
hitching and playing in the street. 

Chairman A. F. Marling said that, thus far in safety week 
there had been but five deaths by accident in New York City, 
as against twenty-one deaths in the same period last year. 

Judge Elbert H. Gary said that the number of serious pre- 
ventable accidents every day throughout this country is ap- 
palling and because of additions in populations and congestion 
in movement, the number is increasing, notwithstanding much 
that has been done to prevent. There should be constantly 
rung in the ears of every living man, woman and child: “Look 
Out for Accidents.” “Don’t Get Hurt.” “Don’t Hurt Others.” 
“Don’t Be Thoughtless,” “Don’t Be Careless.” 

There should be painted on lamp ‘posts and pavements, on 
street corners or other conspicuous places, the words, “Beware 
of Accidents,” “Safety First,” or other sufficient warning to 
others who are exposed to danger, and besides every means of 
prevention should be adopted by officers and citizens of every 


community. 
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UNDERWRITERS ANNEXES BIG PROBLEM 


Agents at Hot Springs Want Company Conference on Subject 


JAMES L. CASE RE-ELECTED PRESIDENT OF NATIONAL ASSOCIATION 


Frank R. Bell Becomes Chairman of the Executive Committee—Next Meeting Probably 
in Buffalo 


The far-famed Hot Springs of Arkansas 
were altogether too hot for the delegates to the 
twenty-seventh annual convention of the Na- 
tiona! Association of Life Underwriters. 
Although there were over six hundred regis- 
tered attendants to the convention, there was 
experienced great difficulty by the officers in 
holding up the attendance at the various ses- 
sions to even a reasonably small quota. This 
condition was also most entirely due to the heat 
of the convention hall. 

The re-election of James L. Case of Norwich, 
Conn., to the presidency of the association was 
expected. There was no opposition whatever to 
him. Nothing but praise for this capable and 
efficient official was heard—and there was plenty 
of that. When the nominating committee an- 
nounced its unanimous selection of Frank R. 
Rell, of Charleston, W. Va., to take the office 
of chairman of the executive committee there 
was a buzz of interest. Mr. Bell holds the con- 
fidence of the members and is a man of un- 
doubted ability, so that the choice of the com- 
mittee was immediately ratified. Other changes 
were, in the main, among the regional vice- 
presidents. 


ANNEXES THE GREAT PROBLEM 


It became evident from the opening moment 
of the first regular session on Wednesday morn- 
ing, that there is one problem which the agents 
everywhere are thoroughly alive to and which 
surmounts every other question in the fore- 
front of the agency situation. Even the bank 
agency question was forced to a back seat be- 
fore the interest displayed in the growth of the 
underwriter annex system. From the opening 
session to the very last moment the discussions 
of this problem continued. The net result is 
embodied in the report of the resolutions com- 
mittee, part of which reads as follows: 

We also condemn the practice of the appoint- 
ment of more than one agent of a company 
for the same territory, or any attempt to dis- 
guise this abuse by the subterfuge of an under- 
writing annex. Too far the agency force 
of the United States has been recruited from 
men incompetent technically, or more anxious 
to gain commissions than to hold down the fire 
loss which the public must in the end pay. The 
situation is so menacing that this convention 
has requested the incoming executive committee 
to take steps in conference with the companies 
to eliminate these annexes. 

The cities of Buffalo, N. Y., and Louisville, 
Ky., both extended urgent invitations to the as- 
sociation to come there for the next meeting. 
No decision was arrived at, but Buffalo seems 
most likely to be the scene. No date was 
selected but James T. Catlin, chairman of the 
fire prevention committee, expressed the hope, 
in which everyone concurred, that the next 


meeting date would not conflict with fire preven- 
tion week. 


FIRST DAY’S SESSION 


The first regular session on Wednesday 
morning was officially opened by President 
Case, who introduced Mayor Harry A. Jones 
of Hot Springs and ex-Governor Brough. 
The ex-Governor told the delegates a great deal 
about Arkansas that they had never heard be- 
fore. Suffice to say that those who never be- 
fore realized the greatness of Arkansas were, 
thanks to the Governor’s excellent oratory, 
made fully aware of all the facts. The re- 
sponse to these welcomes was to have been 
made by William T. Stahl, of Tulsa, Okla. Due 
to his absence Craig Belk, Houston, Tex., took 
his place. 

The reports of President Case, Chairman of 
the Executive Committee Chapman and Secre- 
tary-Treasurer Walter H. Bennett were de- 
tailed in THE Spectator of October 5. The re- 
pert of the finance committee was read by 
Glenn H. Johnson, Syracuse, the chairman. 

Mr. Johnson reviewed the experience of the 
committee with the new financial plan, i.e., that 
adopted at the Chattanooga convention. Re- 
garding the working of this plan he said: 


FINANCIAL PLAN SUCCESSFUL 


In some instances, State officers were con- 
fronted with what appeared, at first, to be in- 
surmountable difficulties in meeting their alloca- 
tions. However, it is not necessary to detail 
to you the valiant work done by some of these 
States in finally liquidating completely the 
amount allocated to them. Some States are 
greatly handicapped and others badly crippled, 
due to insufficient income. To operate in a 
dignified and respectable manner, associations 
pay altogether too little attention to their 
finances. It is not within the province of the 
National Association to dictate as to how the 
States shall finance themselves, but after much 
thought and consideration on the subject, your 
committee believes’ that the adoption of a 
graded dues schedule has not only justified this 
plan but has been the means of maintaining 
solvency and efficiency. We further urge that 
dues be made sufficiently high when changes 
are made to readjust dues too frequently. 

Returning to the work of your committee. In 
order that expenditures are to be kept at the 
minimum, bills and expenses are carefully 
scrutinized by the finance committee before they 
receive our approval for payment and we be- 
lieve that the association is being operated at a 
minimum cost consistent with a progressive 
policy. 

President Case announced the appointment of 
Kennon V. Rothschild as chairman of the reso- 
lutions committee and Eugene A. Beach as 
chairman of the nominating committee. 

J A. Duckworth, Tuscaloosa, Ala., report- 
ing as chairman of the membership committee, 


4 


urged that the time is ripe for an extensiy, 
membership campaign. : 
his report was taken. 

The legislative committee, A. L, Clemons 
Cincinnati, .O., chairman, reported that , 
little work had been assigned to it. The mem. 
bers did do all in their power to Oppose the 
Fitsgerald bill in the United States Congress 

Thomas C. Moffat, chairman of the casualty 
committee, made a detailed report of conditions 
in that branch of the work. 


No definite action Upon 


Fire PREVENTION Work 


James L. Catlin, chairman of the fire preven. 
tion conunittee, was highly praised by President 
Case for his work and the sacrifice of time 
which he ‘made during the year. His report 
Was postponed until the early afternoon. 

Mr. Catlin opened his report by definitely 
denying charges that agents are not doing their 
part in fire prevention work. The co-operation 
of the agents with his committee during the 
past year absolutely disproved any such sug. 
gestion, he claimed. A large part of Mr. Cat. 
lin’s report was taken up in relating the his. 
tory of the Governor’s conference. These 
meetings were thoroughly reported in Tze 
SPECTATOR at the time, so with that part deleted 
Mr. Catlin’s report was as follows: 


Just as soon at the personnel of the fire prevention 
committee was completed, the entire country wa 
divided off into districts with a member in charge of 
and responsible for the work in a certain number of 
States. The chairman then requested every State a 
sociation president to appoint a real, live fire preven. 
tion committee, sending the name of the chairman 
to the district chairman. This gave us a good work 
ing organization ready to put over any general pro 
gram in all the States simultaneously if necessary. 
The effectiveness of this organization has just been 
demonstrated in our work for Fire Prevention Week. 

The First National Fire Prevention Exposition, or 
ganized and backed by this committee, bid fair to bea 
success until the railroads placed an embargo on cer- 
tain freight shipments which prevented some of our 
exhibitors from assembling their exhibits in the short 
space of time. This exposition idea should have the 
enthusiastic backing of our organization, and when 
it is put on during Fire Prevention Week next year 
all the publicity and support possible should be given 
to it. 

Those of you who smoke a certain familiar rand 
of cigarettes don’t really know how much this commit: 
tee and some members of this association had to do 
with the caution printed on the boxes. 

A short time ago we were requested by Committee 
on Fire Prevention Week of the N. F. P. A. to um 
dertake a five-part program to be put over through: 
out the country. The outline of this program was 
immediately passed to every member of this commit 
tee, and to each State association president, secretary, 
and chairman of fire prevention committee. The Joca- 
tion of every radio broadcasting station in the cou 
try was secured, and each State president was given 
the name and location of every station in his State, 
with the request that arrangements be made through 
some agents in close touch with the various stations 
for a fire prevention message to be broadcasted du 
ing the first two or three days of Fire Prevention 
Week. : 

A number of suggested addresses were placed it 
the hands of each State association president for use 
if desired in these radio messages. Similar sugs 
tions were also given them in connection with ad: 
dresses to be made before the various luncheon and 
civie clubs. 

Working through the various State associations ¥ 


(Continued on page 9) 








Octe 


TH 
journa 
trust 
price 
Four 
eign © 


Charle 
Robert 


Sholto 


Insura 

Sole 
of Cha 
Copyri 


—— 
— 


Vou. C 


year | 
effort 
tion ¢ 
able | 
accide 
Sund 
day, 1 
day d 
long 
accide 
The 
Hurt,’ 
concet 
sity f 
dent. 
As 
consta 
especi 
towar 
of the 
isstie 
corded 
claime 
and a 
from | 
the im 
disease 
rate in 
the de 
per cer 
181 pe 
The 
reports 
dispens 
shows 1 
ment a 





‘hursday 


——: 


extensive 
tion Upon 


Clemons, 
that Very 
The mem. 
pose the 
Congress, 
> Casualty 
‘Onditions 


€ preven. 
President 
of time 
is report 
on. 
definitely 
ing their 
Operation 
Iring the 
uch sug. 
Mr. Cat. 
the his- 
These 
in Tue 
“t deleted 


prevention 
intry was 
charge of 
number of 
State as 
re preven: 
chairman 
‘ood work- 
neral pro- 
necessary. 
just been 
ion Week, 
sition, or 
ir to bea 
0 on cer: 
1e of our 
the short 
have the 
and = when 
next year 
be given 


iar brand 
s commit: 
rad to do 


Committee 
A, to un 
through: 
zram was 
$s commit: 
secretary, 
The loca- 
the coum 
vas given 
his State, 
» through 
s stations 
sted dut 
rrevention 


placed it 
t for use 
r sugges 
with ad: 
heon and 


itions We 





(October 12, 1922 


THE SPECTATOR 


Editorial 











a 


THE SPECTATOR 


tor, established in 1868, is a weekly 
‘ournal cevoted to promoting the best interests _of 
e stworthy insurance of all kinds. The subscription 
a for the United States, Canada and Mexico is 
yn Dollars per annum, postage prepaid; to all for- 


‘our 7 ¢ ~* 
re countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHER 


Tue SPECTA 


135 WILLIAM StrEET, NEw YorK 


Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T., Smith 
Secretary 
red B. Humphrey 
Assistant Secretary 


les H. Nicoll 
oo Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk 
Assistant Treasurer 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 


Insurance Exchange, Chicago. Telephone, Wabash 531. 
Sole Selling Agents in America for the publications 

of Charles & Edwin Layton of London, England. 

Copyright, 1922, by the Spectator Company, New York. 








Vo. CIX. OCTOBER 12, 1%22. No. XV. 








PUBLIC HEALTH AND SAFETY 


HE attention that is given to public 
health and safety increases from 
year to year, and the effect of the special 
effort being made this week in the direc- 
tion of accident prevention was observ- 
able in the fact that there was not an 
accident in all New York City, last 
Sunday, which had a fatal result, on that 
day, though two who were injured that 
day died later. This is the first day ina 
long time in which no immediately fatal 
accident has occurred in New York City. 
The slogan this week is “Don’t Get 
Hurt,” and efforts are being made in every 
conceivable way to emphasize the neces- 
sity for care in the prevention of acci- 
dent. 

As to the public health, efforts are 
constantly being made to improve same, 
especially in the way of research directed 
towards the prevention and cure of some 
of the more dreaded diseases. In one 
issue of a newspaper this week is re- 
corded the discovery of a serum which is 
claimed to cure or greatly relieve diabetes, 
and a great reduction in the death rate 
from tuberculosis. In New York City, 
the improvement in respect to the latter 
isease is shown by a fall in the death 
rate in fifty years of 77.9 per cent, while 
the decline in eleven years has been 51 
Per cent and in the calendar year 1921 
181 per cent. 

The American Hospital Association 
reports a great increase in the number of 
dispensaries throughout the country, and 
shows that 8,000,000 people receive treat- 
ment at dispensaries yearly. 


A smallpox scare among Indians on a 
reservation in New York State calls at- 
tention to this almost extinct disease, 
which has been so nearly driven out of 
existence in this country by means of 
vaccination. 

Many agencies which now operate for 
the lengthening of life and the reduction 
of disease have certainly met with a rea- 
sonable degree of success, and there is 
every reason to believe that further re- 
search in the future will tend to greater 
longevity and improved health for the 
people. The progress already made is 
further accentuated by the announcement 
by the Federal Department of Commerce 
that, in the registration areas of the 
United States, embracing a population 
of over 70,000,000, the lowest average 
death rate on record, 11.7 per 1,000, was 
established in 1921. This is comparable 
with 13.1 in 1920. The infant mortality 
rate also declined materially in 1921, 
having been but 76 per 1,000, against 86 
in 1920. Taken altogether, the signs of 
improving health and longevity are very 
favorable. 





SAFETY WEEK 
CONSIDERABLE 
well-directed publicity gave lire 
Prevention Week, which closed Monday, 
a force which must have made an impres- 
Present-day 


amount of 


sion on the public mind. 
commercial and industrial activity, with 
the great highway traffic that has grown 
up, places such a load of miscellaneous 
hazards upon the people as to make them 
receive Accident Prevention Week, which 
follows directly after, with a respect and 
attentiveness equal to, if not greater than, 
that accorded to its predecessor. 

There is much propaganda the purpose 
of which is to make fewer. 
Railroads, city and town officials, large 
manufacturers, etc., are constantly dissem- 
inating information of this nature. The 
service of insurance companies along 
this line, and particularly wherein it has 
been the means of inaugurating rules of 
conduct and procedure for the practical 
prevention of accidents, has been most 
potent. A well-prepared plan has been 
inaugurated and carried into effect this 
week to make a direct, general and most 
forcible appeal to national caution and 
common sense. Accident Prevention 
Week offers an excellent opportunity to 
infuse new energy into the campaigns 


§ 


accidents 





conducted by insurance companies and 
other organizations, and they are un- 
doubtedly making the most of it. 





os a of the largest conventions on 
record, that of the American Bank- 
ers Association, was held in New York 
last week, the attendance being estimated 
at close to 10,000. Numerous prominent 
men addressed the meetings, and com- 
mittees reported upon the various phases 
of the Association's work. The insur- 
ance committee reported that it had 
arranged to place 80 per cent of the 
bankers’ blanket bonds with Lloyds, of 
London, the coverage of Lloyds being 
apparently more liberal, and obtainable 
at a rate about 20 per cent less than that 
charged by American companies. If 
London Lloyds underwriters can write 
the American bankers’ business at a 
profit, at 20 per cent less than the Amer- 
ican rate, it would seem that the American 
companies ought to be ingenious enough 
to devise some way of holding the busi- 
ness in this country. Lloyds underwrit- 
ers have an advantage to the extent of 
the taxes payable by American compa- 
nies, and possibly their acquisition and 
overhead expense is less. This inequality 
might be overcome if the States should 
levy a heavy tax on the premiums paid to 
unlicensed insurance carriers; and such 
a tax, for the protection of domestic in- 
surers which pay taxes here, is as justi- 
fiable as a protective tariff to foster home 
industries in other lines. 





HE recent big convention of bank- 
ers at New York brings to mind 

that bankers are interested in insurance 
and the insurance companies in various 
ways. In the first place, the annual in- 
come of the companies, nearly $4,000,- 
000,000, flows into the banks, and a very 
considerable aggregate sum is held by 
the banks on daily balance. The banks 
require great amounts of surety bonds 
and burglary and hold-up insurance, 
as well as fire insurance on their build- 
ings. Their regard for life insurance, as 
a bulwark of credit, is indicated by the 
inquiry made, in connection with finan- 
cial statements required of those seeking 
credit, as to the amount of life insurance 
carried. Numerous banks also represent 
directly, or through their officers or em- 
ployees, fire insurance companies ;--and 
some banking institutions have close re- 





LHE SPECTATOR 


Thursday 














CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


HAROLD JUNKER, Mgr. Paoific Coast Dept. 


F. M. GUND, Mgr. Western Dept. 
San Francisco, California 


Freeport, Illinois 
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RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1833 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January I, 1922 


ee ae fo ipa sy itarwins $2,256,915 


bch av enteeaish ver nda een eweae 1,601,036 


$655,879 
W. B. MEIKLE, President and General Manager. 





Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 

















NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Act. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. £. RAY, Special Agent 
Terre Haute, Ind. 


ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent 
7 W. Lake St., Minneapolis, Minn. 


Cambridge Springs, Penn. 
RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 








GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 
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Zo ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING - 4TY & WALNUT STS. 
PHILADELPHIA fe 
















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH GIILLIAM STSXEET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROALC 4478 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1922 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, ... . $2,840,571 
Surplus to Policyholders, $4,090,571 





WESTERN DEPARTMENT | 
NEAL BASSETT, V.P, and Mgr. 
W. T. BASSETT, Ass’t Manager 


” EASTERN DEPARTMENT 


D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 








A. H. HASSINGER, Sec’y 


NEWARE, N. CHICAGO, ILL. 





INSURANCE GENERAL CASUALTY 
BB and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0, 


. ELMER’ H. DEARTH, President 
606 Woodward Ave., Cor. Congress _ Detroit, Mich. 
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tions with life insurance companies 
through the arrangements whereby life 
insurance and bank savings are carried 
on jointly, by one plan or another. It is 
apparent, therefore, that banking and un- 
derwriting are closely interwoven, and 
that their mutual interests will continue 


to grow as the years pass. 





N connection with forming the new 

Organization to take the place of the 
New York Fire 
the slight flurry that is caused, or may be 
qused, by one or two non-agreeing 
members of the present Exchange, it 
should be borne in mind that this work 
is ging forward under the direction of 
the law passed by the last legislature, and 
points to be included in the new Organi- 
zation by the direction of the Superinten- 
dent of Insurance must include the matter 
of limitation of agents and control of 
commissions. While, therefore, some 
parties may object, their objection raust 
be dealt with by the State of New York 
—the machinery will go forward just the 
same, 


e Insurance Exchange, and 





Lapses, Death Losses and Membership in 
Assessment Societies 

The above is the title of a leaflet, published 
by The Spectator Company, which shows data 
coneerning seventy-eight assessment societies 
aid fraternal orders. It presents in tabular 
fom the data of organization, the number of 
policies written and lapses in the years IQII, 
i96 and 1921, the membership at the end of 
each of the three years named, the deaths oc- 
curring in those years and the ratios of death 
losses per thousand for the same years. In 
this table the societies are divided into four sec- 
tion, according to their ages, the first group 
presenting figures of those from 35 to 73 years 
of age; the second embracing those from 30 to 
the third containing those 25 to 
0 years of age; and the fourth containing 
those 20 to 25 years old. The combined totals 


show that, while the membe rship increased in the 
‘-year period, the death rate per thousand in- 
creased from 8.24 in 1911 to 9.44 in 1916 and 
luther to 9.90 in 1921. 


The price list of this leaflet is as follows: 


100 copies, $4.50; 500 copies, $18; 1000 copies, 


$30. 





Indiana Department Expenses Less 

INDIANAPOLIS, INp., October 10.—A report of 
Thomas S. McMurray, Jr., State Insurance 
Commissioner, shows that the expenses of the 
Insurance Department for the fiscal year end- 
ing September 30 amounted to $41,409, or $13,- 
890 less than the $55,300 appropriated by the 
legislature for the period. During the year 
the. department collected $1,287,047.31 in fees 
and special taxes, all of which, except $14,- 
749.20 went into the State general fund, along 
with the unexpended maintenance appropria- 
tion. The $14,749.20 went for the employment 
of persons to make examinations. 





SURVEYS 











NEW YORK SURVEYS 

The Poor Agent!—These are hard days 
for the insurance agent. On the right hand, on 
the left hand, from front and rear, he is hav- 
ing hurled at him opportunities for education. 
We hope we shall live long enough to see one 
of these thoroughly educated agents, because 
we believe it will be worth going a long, 
way to see. When we listen to all this good 
advice which comes out about once a year, we 
are forced to the conclusion that most of the 
giving it make the mistake of 
Between 


long 


people who are 
confusing education and salesmanship. 
the two there is a very wide gulf, and while we 


need better educated insurance men, we shall 
never get them by stressing salesmanship. 
Fire Prevention Literature—wWhile this 


subject is a bit fresh, or at least it was last 
week, we wish to point out that in the prepara- 
tion of literature of this kind it tends to become 
too all-embracing and diffuse. As a matter of 
fact, in a public campaign, there never should 
be more than three points mentioned, and these 
should be driven home with energy. When one 
comes to list thirty or forty things, the cam- 
paign is apt to break down of its own weight. 

The Three-Year Policy.—Should the three- 
year policy on structures go? The present 
method of placing insurance on buildings has a 
certain disadvantage which might be obviated to 
an extent if in place of a three-year policy the 


insurance were placed yearly. So far as the 





Fire Insurancé 








company is concerned, there are objections on 
the ground of the increased clerical work, but 
probably no real objection beyond that need be 
If that be all, it is a 
minor point to raise. Assume that the rate of 
insurance on the building is $1; then for two 
and one-half years it is $2.50, or an average of 
833. Now, if the policy was offered at this 
average rate of three years for one year, it is 
quite probable a large number of the insured 
would take it and have a somewhat better feel- 
ing toward the insurance companies than being 
obliged to face a three-year payment. Quite a 
lot of trouble in regard to insurance comes from 
the fact of the three- or five-year-term policy; 
it comes around so seldom that it always looks 
big when it does come. The point is well worth 
considering along with the constructive meas- 
ures which are being developed. 


made by the company. 


NEW JERSEY ITEMS 


Watchman and Clock Service.—It is 
rumored that preparations are being made to 
the high Hackensack an 
approved system of watch clock service. This, 
it is expected, will be extended to other schools 
in the city and serve as an added protective 
particularly with reference to fire pre- 


install in school of 


feature, 
vention. 


Great American’s Capital Increase 

The directors of the Great American of New 
York have decided upon a stock dividend of 25 
per cent, which will increase the capital to $12,- 
500,000, and leave a net surplus of approxi- 
mately the same amount. A meeting of stock- 
holders to vote upon this matter will be held 
October 30. This transfer from surplus to 
capital will be a pleasing way of celebrating the 


fiftieth anniversary of the founding of this 
strong and progressive company, of which 


Charles G. Smith is the capable president. 


H. L’Estrange Malone, London agent and at- 
torney for the Globe and Rutgers Fire Insur- 
ance Company, is at present on a visit to New 
York city, his headquarters being the Waldorf- 
Astoria. 

BrrMINGHAM, ALA., Oct. 10.—Actuated by the fact 
that three or four officers have been killed in the last 
week, H. Burgin Fuller, Montgomery attorney, 
paring a bill to introduce in the next Alabama Legis- 
lature requiring the State and counties to carry insur- 
ance on the lives of their officials. 

Cuicaco I:t., October 3.—Wildhage & Malony, Inc., 
appointed agents in Chicago for the Pitts- 
burgh and have been elected members of the Chicago 
Board of Underwriters. 
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FIRE AND ALLIED LINES 
REINSURANCE ONLY 


INTER- OCEAN REINSURANCE COMPANY 
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CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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UNITED STATES BRANCH 
110 WILLIAM STREET, NEW YORK, N. Y. 


HORATIO N, KELSEY, MANAGER 

















WM. B. CLARK, President 


More than a Century of Service 


Rental Value 

Use and Occupancy 
Profits 

Sprinkler’ Leakage 
Registered Mail 
Parcel Post 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
yaNetce)este)o)t (oie Ballel am Be-telte 
Explosion 

Riot and Civil Commotion 


has 
WEtelte 
Automobile 
SO Wesaercele) 
Rent 
Leasehold 


Losses Paid over $210,000,000 











CLEVELAND NATIONAL 
FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged i in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent co-operation between management and agents 

With all the facilities it can extend to agents, the CLEVELAND NATIONAL guar- 
antees this character of co-o} to them 

IF YOU WANT THAT EIND © OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATION 


ARCHIBALD i. Sec.-Treas. and Manag. Underwriter. 




















EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster i is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


‘Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 











Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1922 


CAPITAL 


$10,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,592.997.95 
12,21 3. O 10.92 
42.806.008.87 


133,275,321.56 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31, 1921 


United States Government Bonds 
owned by the Company equal its 
Capital Stock of $10,000,000 


Home Office, One Liberty Street 
New York City 





Western Department 


WALTER H. SAGE, Gen’l Mer. 


W. L. LERCH, Manager 


76 West Monroe St., Chicago, Ill. 


Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 


210 Sansome Street 
San Francisco, California 


Marine Department 


WM.H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 
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JOHN C. BARDWELL, President 
RF. E. NORWINE, Vice-President 
WM. SCHROEDER, Vice-President 
. WEYMEYER, Vice-President 
VICTOR J. MILLER, Secretary 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 


ASSETS 
Mortgage Loans............. $66,000 
RENNIE 2s eere ccc e: iad cere eee aatrors. = Oe 
TENG IES) =< cies thvis nea veh uate cane seen URC 
Occ Sa eee eraer eer rere ge. 7s, 
Avents Balances......:......:... §2)900 
Interest Accrued............. 16,748 
G@ther “Assets...........cc.0..  S2,9G4 
$1,002,702 
LIABILITIES 
Unearned Prem. Reserve...... $432,147 
Unadjusted Losses............ 111,131 
Other Liabilities... occ. nas SEOCD 
Capital Stock.. .$200,000.00 
Net Surplus.... 177,845.00 
Surplus to Policyholders....... 377,845 
$1,002,702 
Results Since January 1, 1922 
Increase in Assets............ $66,309 
Increase in Reserve........... 103,071 
Decrease in surplus........... 66,940 














“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 


Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


ee 3,509,765 














attempted to secure a fire prevention proclamation 
from every governor, directing our efforts particularly 
to the four States whose executives failed to issue 
proclamations in 1921. Up to the present time Missis- 
sippi is the only one of these four that has not re- 
yperted favorably, and of course all of us know the 
situation that is facing our brother agents in that 
State. This committee has even gone into the States 
in which there was no organized State association, 
taking the matter up with some prominent agent in 


. each, with a view of putting this program over in 


every State. 

There is certainly no doubt that the subject of fire 
prevention has been brought more prominently before 
the public this year than ever before, and as to the 
success of the efforts of the members of the National 
Association of Insurance Agents in connection with 
this program, I leave that to Mr. Fleming. 

This committee has endeavored to bring this sub- 
ject before the various State associations at their an- 
nual meetings, and at the present time is working on 
two or three publicity features that will be most help- 
ful if we are able to put them over. 

As a suggested program for the incoming fire pre- 
vention committee I do not believe anything better 
could be accomplished than to put over the “‘Maryland 
Plan” in every State. It has been thoroughly tried 
and has worked admirably, resulting in a marked re- 
duction in fire losses. A fire-prevention program to be 
effective cannot be put over in one day or one week 
during the year. Permanent results can only be se- 
cured by continual effort. 

Mr. Catlin’s report was followed by pro- 
longed applause. 

Ernest B. Dunning, of Duluth, Minn., one 
of the regional vice-presidents, read a paper 
on the “Needs of the Hour.” 

President Case thanked the executives pres- 
ent for their interest in the affairs of the Na- 
tional Association. 

Discussion was started and Frank L. Gardiner, 
of Poughkeepsie, N. Y., was immediately on 
his feet to plead for the agent in coming discus- 
sions of acquisition costs. He said that the ser- 
vice of the agent is such as to justify present 
commissioners and that any trouble comes not 
because of present commission rates, but be- 
cause of irregularities in agency contracts, 
which add materially to the acquisition costs. 

Mention was made of the effort of the Miami 
board to rid itself of underwriters by agree- 
ing to put them all out. Such a vote was taken 
but at the last moment the plan fell through. 
President Case frankly expressed his disap- 
pointment in this news and stated clearly that 
he believed the problem could be best solved 
locally. 

G. W. Kerdolf, of Kansas City, read a short 
paper in which he urged a national conference 
of local board officials where an effort could 
be made to thresh out some of the troubles com- 
mon to these organizations. 

A showdown vote called for by Fred B. Ayer, 
of Cleveland, showed that nearly 50 per cent 
of the agents present represent underwriters’ 
annexes. 

THURSDAY MORNING SESSION 

Session Thursday morning was slow in 
starting. Discussion of the annex problem 
again started up and the effort of W. B. 
Houzeal to secure the appointment of a com- 
mittee from the National Association to co- 
operate with the local boards on the question 
failed. 

The company men present were given an ova- 
tion and led forward. Platt Whitman, Commis- 


9 


siener of Insurance for Wisconsin, brought 
greetings from the National Convention of 
Insurance Commissioners. He called attention 
to a number of instances of bad practice on 
the part of both agents and companies. He 
urged the agents to take their share of blame 
and to keep in mind that the companies have 
some reason on their side. In closing he pledged 
the co-operation of the commissioners to the 
association. 

A. Duncan Reid, president of the Inter- 
national Association of Casualty and Surety 
Underwriters, was too ill with a cold to present 
the greetings of that organization. A telegram 
from him was read. 

Thomas E. Braniff,-as president of the Na- 
tional Association of Casualty and Surety. Un- 
derwriters, brought up several new problems. 
He mentioned that the pool formed to care for 
taxicabs under the new law in New York had 
been expected to operate without agents. In 
a conference with the companies on that ques- 
tion he laid down the axiom that companies 
have no right to contemplate a proposition that 
does not propose to include the American 
Agency System. 


3RANCH OFFICE SYSTEM IN CASUALTY 
BUSINESS 
The casualty business, he said, is being ‘raided 
by the branch office system, which he deprecates 
because of the belief that such a system only 
adds to the acquisition costs, already so high as 
to make the matter of competing with mutual 
(Continucd on page 11) 
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69th 
ANNUAL STATEMENT 


JAN. Ist, 1922 


Capital........ $1,000,000.00 
re 7,518,599.03 
Liabilities..... 4,877,687.25 


Net Surplus to 
Policyholders. 2,640,911.78 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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roll-call of the insurance companies which buy Collins Farm Mortgages sia 


would sound like a ‘‘Who’s Who.”’ Many of the largest have invested 
from $500,000.00 to $1,000,000.00 with us in recent years, and are in- 
creasing their purchases steadily. 
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The fact that Collins Farm Mortgages have been selected by the most discrimi- 
nating life insurance companies, financial institutions and holders of trust funds, 
who place safety above all else, is complete evidence of their desirability. 

For the benefit of insurance companies, corporations or individuals who want 
to learn more about us, we have printed a booklet containing letters from com- 
panies and men who own our mortgages. This booklet is free for the asking. 


Write for it. 


‘‘Thirty=eight years without the loss of a cent 
of principal or interest to a single investor.”’ 


One of a series of advertisements addressed 


to the insurance men of the United States. In a by 
in the O; 
tells in aj 


saw in ay 


ne F.B.Collins Investment Co.) | 
Oklahoma City, Okla. 
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and reciprocal insurance a matter of difficulty. 
Mr. Braniff believes that the commissioners 
gould exercise more authority by virtue of 
departmental rulings and exercise a sort of 


jenevolent autocracy. 


Epson S. Lorr Speaks 

Following papers by Commissioner Stoddard, 
of New York, and A. G. Chapman, chairman 
of the executive committee, both of which were 
previously reported in THE Spectator, Edson 
5, Lott, president of the United States Casualty 
Company, was introduced. Mr. Lott was brief 
in words but he reminded his audience forcibly 
that as soon as the agents get together and 
dick together they can compel the companies 
to do the same. 

Thursday afternoon was a short session. 
James L. Madden, who had been unable to 
give his paper on Wednesday, took the place of 
Charles H. Holland, who was not present, on 
the program. 

There was some discussion and a short talk 
on the word “Insuror” by its inventor, Thomas 
Estes, of Birmingham. 

The paper of George G. Bulkley, vice-presi- 
dent of the Springfield Fire and Marine, con- 
cluded the session. This paper was reported in 
Tue SPECTATOR Of last week. 


LovisvILLE Boarp To Get Out LETTER 
During the discussions Friday morning Col. 
Taylor, of North Carolina, moved that the 
Louisville board be asked to get out a letter 
giving the present status of the bank agency 
question in Louisville. 

The paper of R. E. Currier will be found in 
the preceding issue of THe SpEcraTor. 

Friday afternoon trophies were presented to 
Michigan for the largest percentage increase 
in membership and to Arkansas for having 
the greatest number of delegates present. The 
lection of officers and the report of the 
nominating committee were matters disposed 
of. In the latter President Case and Chair- 
man Chapman were mentioned for their bene- 
icial services during the year. Mr. Bennett re- 
ceived like mention. . 
Appreciation of the efforts of those com- 
panies which are trying to serve the public 
rather than recklessly expand their income was 
expressed, 

The hospitality of the Arkansas association 
Was not forgotten, nor was the co-operation of 
the insurance press. 


Fred L. Gray’s Travels 

In a book of 149 pages entitled “Zigzagging 
the Orient.” Fred L. Gray, of Minneapolis, 
ts in an interesting way of what he did and 
“Wi an extensive trip through various East- 
‘T countries in the latter part of 1921 and 
“eearly months of 1922. Mr. Gray is a well- 
“lown underwriter and a trustee of the Insur- 
ice Federation of America. 


The State Tir : : 
He pags Life Insurance Company of Iowa, Des 
‘Moines, ‘ 


Is having Tucker month during September 


n hong 6 — - 
“Mor of A. C. Tucker, president. 


SIDELIGHTS AT HOT SPRINGS 


lor many years past we have heard much 


concerning the laziness of the Southern 
“cracker.” 
heat at Hot Springs we are in complete 


In like mood, it 


After experiencing the enervating 


sympathy with the species. 
seems, were a large number of the delegates. 
Once they got themselves established on the 
big steady porch at the hotel there was no get- 
big shady porch at the hotel there was no get- 

exhibits have come to be a part of the con- 
vention. The prize this year, if there were a 
prize, would undoubtedly go to the showing of 
the A‘tna Life and its affiliated companies. The 
America Fore companies were well represented 
and had an attractive exhibit. The Home In- 
surance Company of New York came in for a 
lot of attention from us due to a certain simi- 
larity of names, which resulted in various mix- 
ups. The North British and Mercantile group 
had an excellent parlor on the ground floor but 
was handicapped because part of its equipment 
was lost in transit. 

The America Fore companies were repre- 
sented from the home office by Paul Haid, vice- 
president of the Continental, and Roosevelt 
Clark, advertising manager of the group. E. L. 
Sullivan, advertising manager, and J. A. Camp- 
bell, secretary, represented the Home Insurance 
Company; Chauncey S. S. Miller, advertising 
manager, was there for the North British and 
Mercantile group. 

Two companies made a point of service, the 
Union Indemnity of New Orleans and_ the 
Phoenix Assurance Company. The former had 
a battery of stenographers for public use and 
the latter had Old Colony men present to ar- 
range for transportation. By this service every 
delegate was enabled to get reservations when 
and where he pleased without the slightest 
difficulty. The Phoenix was represented by 
J. T. Tabler, general agent of the Southern de- 
partment at the New York office; W. G. Fal- 
coner, president of the Phoenix Indemnity, and 
Ik. C. F. Knowles, general agent of the Pacific 
Coast department. 

The get-together dinner Tuesday night 
lacked some of the hilariousness of former oc- 
casions, due in part to the presence of the 
ladies, always before excluded at such times. 
There was excellent entertainment and some 
extemporaneous speechmaking by various 
former presidents and officers of the association. 
Some of the company men present were called 
on, including John Safford, of Chicago, and J. 
V. Barry, of New York. The dinner broke 
up early. 

The Arkansans were profuse in their supply 
of entertainment. They provided everyone with 
all the transportation about town that could 
be desired. They had a big barbecue, several 
dances, entertainment, music and what not. No- 
body had a chance to spend an idle moment un- 
less he hid himself in a dark corner some- 
where. Dancing was the favorite, though. 
There was a small dance Monday evening, an 
impromptu one after the dinner Tuesday, the 
grand ball was Wednesday and Thursday there 
There 


was open-air dancing at the barbecue. 


Ek 


were threats of another dance Friday evening, 
but we do not know whether it was held or 
not. Despite the heat, the floors were crowded 
with young and old. The worst was Wednes- 
day night and after the ball there was consider- 
able wreckage in the way of wilted collars, shirt 
fronts, etc. But there are always certain con- 
trary-minded persons and, in agreement with 
this statement, we mention the case of one man 
who turned up blue—with the cold (?). 

A certain automobile concern in Hot Springs 
advertised its wonderful hearse and ambulance 
service so freely as to be noticeable to all. For 
a day or so we wondered who was expected to 
be the victim but it never dawned on us that 
so active a man as James L. Case had been 
picked. Nevertheless, when the honorable 
president left the convention hall for the lunch- 
eon of the Rotarians on Tuesday, it was on a 
stretcher and same was shoved in approved style 
into one of the ambulances of the above-men- 
tioned firm and off they went, amid cheers. In 
view of certain things, we are glad, Mr. Case, 
that they did not pick the hearse. 





“THE FIRE INSURANCE POLICY” 

A New Booklet Issued by Glens Falls In- 
surance Company Describes Features 
of Policy Contract 
Under the title of “The Fire Insurance Pol- 
icy’ the Glens Falls Insurance Company has 
published the third of its insurance library vol- 
umes by Henry W. Brevis. This gives a great 
deal of information concerning the contract of 
fire insurance, telling of the mutual obligations 
thereunder, showing that it is personal, not 
property insurance, and that it is written to 
indemnify, but not to give profit. The agent is 
warned of the danger involved in filling in the 
form. The prescribed standard form is de- 
scribed, and various features of the policy are 
taken up and explained. Altogether this book- 
let is one which might well be read by every 
holder of a fire insurance policy, and by every 

fire insurance agent. 





INSURANCE SUIT OPENS 
Mississippi Fire Company Fights Paying 
Back Taxes 
Jackson, Miss., October 8—The case of the 
Mississippi Insurance Company for privilege 
taxes claimed by the revenue agent, is being 
heard to-day before Fred Lotterhos as special 
judge, Judge Potter having excused himself. 
This is a case in which the revenue agent claims 
hack taxes against the company, on principles 
involving the right of the revenue ageiit to sue 
for these taxes and other legal points of in- 

terest. 

The amount at issue is not considerable and 
will not exceed a total of $35,000 to $45,000, 
but the questions of the law involved are vital. 
Judge Lotterhos was agreed to by both sides 
as a satisfactory judge to try the case. 


—The Insurance Institute of Toronto has issued a 


program for the lectures this winter. 
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REVENUE AGENT LOSES 
statute Placing Him on Salary Gaining 
Supporters 
State Revenue Agent Stokes V. Robertson 
ws lost his fight to prevent the people of Missis- 
sap from passing on the proposal to put his 
afice on a salary basis of $5000 per year in lieu 
af the present commission plan of compensa- 


tion, which nets him a naverage of $35,000 per 


year. 

Secretary of State J. W. Power over the earn- 
ast protest of Mr. Robertson issued a proclama- 
ion declaring that there are more than 7500 
jmers of the petition in support of the pro- 
wsed initiative statute, and that it will be 
piaced on the official ballot for ratification or 
rection at the State election to be held on 


November 7. 


Reports of Fire Insurance Companies 


\ yaluable reference work for business 
houses carrying fire, marine and allied classes, 
as well as various kinds of surety and casualty 
insurance, is the work entitled Reports of Fire 
Insurance Companies which has been issued by 
The Spectator Company, New York. This 
hook contains 458 pages and presents data re- 
lating to about 1200 insurance companies trans- 
ating the classes of insurance above indicated. 
Mercantile and manufacturing concerns 
arrying any class of insurance, aside from 


life, should possess this work in order to check 
up on the standing of insurance companies by 
For the and 


marine companies the data presented include 


which they are protected. fire 
the name, location, year of organization, offi- 
cers, directors, detailed statement of assets and 
liabilities as of December 31, 1921, compara- 
tive abstracts of statements of five years for 
three for mutual 


stock companies, or years 


companies, classification of premiums and 


losses in 1921, risks and premiums in force, 
business since organization, description of real 
estate, mortgage loans and bonds and _ stocks 
owned, data concerning capital changes, con- 
flagration losses, etc., as well as the field men 
and territory covered. 

lor the casualty and surety companies there 
are given the essential items from the state- 
ments in each of the last ten years, names of 
officers, ete. 

It is apparent, therefore, that the credit men 
of every commercial or manufacturing house 
should be equipped with this work in order to 
be properly informed as to the standing of in- 
surance companies in which the concerns are 
insured. 

The book Reports of Fire Insurance Com- 
panies is kept up to date by means of eleven 
monthly supplements, which give information 
concerning new companies, examinations of 
companies, ete. 

Reports of Fire Insurance Companies sells 
at $5 per copy, and the monthly supplements 
are $3 a year, making a total of $8 for this 
service. 


ORDERS RATE CUT 
15 Per Cent Cut in Fireproof Buildings in 
Indiana 

INDIANAPOLIS, IND., October 10—Thomas S. 
McMurray, Jr., State Insurance Commissioner, 
has issued an order reducing standard old-line 
fire insurance rates on fireproof buildings 15 
per cent and on their contents 25 per cent and 
increasing the credits allowed for coinsurance. 
The order is effective October 16. 

The new rates apply without further inspec- 
tion of the risk. This means a modification 
of an order that Mr. McMurray issued July 10 
in which he ordered a 25 per cent reduction on 
buildings and contents. The new order was 
issued as the result of a conference at which 
representatives of the companies protested 
against the former order. The companies’ 
representatives were headed by R. B. Ives of 
Chicago, chairman of the Indiana management 
committee of the companies. 


Fire Insurance by States 
The record of Fire Insurance by States, for 
1921, has been issued by the Underwriter Print- 
ing and Publishing Company. This shows the 
risks written, premiums received, losses paid 
and losses incurred, with ratios for 1921, of 
the joint stock fire insurance companies in each 
of the States and territories and the Dominion 

of Canada. It sells at $20 per copy. 


John J. Kelle, 1367 Broadway, Brooklyn, is 
no longer Eastern district agent for the Detroit 
Fire and Marine Insurance Company. 
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AETNA LIFE HOME OFFICE 

Will Be Designed by James Gamble 

Rogers 

The Etna Life and affiliated companies have 
engaged the noted architect, James Gamble 
Rogers, to design the new home office of the 
companies in Hartford. 

The building will be located on Farmington 
avenue in the exact territorial center of the 
citv. Mr. Rogers, the architect, has achieved 
considerable fame as the designer of the Hark- 
ness memorial in New Haven. 


Score Cards Came in Handy 

The attractive little baseball score cards dis- 
tributed by the local department of the North 
British and Mercantile at the William street 
outing were much in evidence during the World 
Series. Many were evidently stored away and 
brought out at the beginning of the battle be- 
tween the Giants and Yanks. 





Bookstaver Agency Starts Winter Meetings 
The Joseph D. Bookstaver Agency of the 
Travelers Insurance Company held its open- 
ing instruction meeting of the 1922-3 series at 
the New York Press Club last month. Mr. 
Bookstaver announced that twenty-eight mem- 
bers of the producing staff had qualified for 
membership in the $250,000, $200,000 and $100,- 
000 Clubs, Class of 1922. 





Changes in Local Offices 
Leckwood Bros., 152 Montague street, Brook- 
lyn, have been discontinued as Western dis- 
trict agents for the Vulcan Fire Insurance 
Company of Oakland, Cal. 
John J. Reilly & Co., Inc., Myrtle avenue and 
Broadway, Brooklyn, have been discontinued 
as Eastern district agents for the Cleveland 
National Fire Insurance Company of Cleve- 
land. 

Increases Health Rates 
The Continental Casualty Company has an- 
nounced an increase in its commercial health 
policy rates effective January 1. 


W. G. Martin Heads Examining 
Underwriters 

W. G. Martin of Niagara 
pany of New York was elected president of 


Insurance Com- 
the Examining Underwriters Association last 
week. Other officers elected Vice- 
President M. J. Zaengle, Svea; Secretary M. 
M. Guillan, Continental; Treasurer H. T. 
Storms, Home. 
Schmidt, American; W. O. 
American; O. A. Marrin, North 
Mercantile; D. A. Palmer, North 
F. Boyle, New York Underwriters. 


were: 


Executive Committee—N. E. 
Lincoln, Great 
British and 

River; J. 





Has Big Advertising Display 

The Astna Life and affliated companies have 
taken a large space on the ground floor of 100 
William street, where an advertising display 
has been set up. A service department where 
ocea? marine business may be ‘placed will be 
located there. There will also be an informa- 
tion bureau and mail tube connections with the 
underwriting department upstairs. George H. 
Reaney will be in charge of this service de- 
partment. 


New Brokerage Firms 
New brokerages concerns recently organized 


by the New York Fire Insurance Exchange 
include: Knox, Lent & Stevens, 171 Main 
street, White Plains; Choly, Konstanty, 
Proctor building, Yonkers, N. Y.; I. M. 


Christie & Co., 233 Broadway, New York city. 


Floyd N. Dull, Inc., Doing Well 

Floyd N. Dull, Inc., New York representa- 
tives of the newly organized Eagle Indemnity 
Company of New York, although only in busi- 
ness a month, reports plenty of business com- 
ing its way and already President Dull is think- 
ing about more office space et al. 

Fire Prevention in Schools 

During Fire Prevention Week, October 2 to 
October 9, the New York Chapter, National 
Fire Protection Association, through its special 
committee on Fire Prevention Week supplied 


thirty speakers for lectures in the public schools 
of Manhattan, Brooklyn, Bronx and Staten 
Island. On Friday, Miss Lloyd Marshall, one 
of the speakers on this committee, addressed 
350 adults of the Parents’ Association at Pub- 
lic School No. 169. 

Year Book of Merchants Association 

The Merchants Association of New York 
has issued its Year Book for 1922, which makes 
an interesting book of 334 pages. The associa- 
tion now has a very large membership which 
is divided into forty-seven general groups. The 
insurance represented, there 
being five subdivisions in the insurance group, 


business is well 
and among the regular committees are one de- 
voted to fire prevention and insurance and an- 
other to marine insurance. Pierson 
is president of this enterprising organization. 


Lewis E. 


Joins National Bureau of Casualty 
Underwriters 
he application for membership in the Na- 
tional Bureau of Casualty and Surety Under- 
writers filed by F. W. behalf of 
the London Guarantee and Accident Company, 
Ltd., has 
therefore, been enrolled as an active member 
of the bureau as of October I. 


5 


Lawson on 


been accepted. This company has, 


National Surety Takes Group Policy 

Salaried employees of the National Surety 
Company of New York have insured under a 
group life policy issued by the Metropolitan. 
Insurance ranges from $500 to $5000. 





Convention Issue of ‘Service’ 

The Guardian Life Insurance Company of 
America has issued an attractive convention 
issue of “Service” upon which its editors are 
to be congratulated. 


C. A. Hulme Coming East 

Charles A. Hulme, of San Francisco, has 
been appointed marine secretary of ‘the Home 
Insurance Company and will have his head- 
quarters at the company’s home office in New 
Yerk city. 
Trip to Coast for Missouri Life Agents 

The Missouri State Life is offering its agents 
a trip to the Pacific Coast for those writing a 
qucta of $25,000 per month. 
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THE GROWING MOVEMENT TO 
PROLONG HUMAN LIFE 


A Simple Yet Powerful Means of 
Longer 


Securing Health, Happiness and 


Life 








detect the early signs of trouble is regarded by every sensible person 


Te periodic physical overhauling and inspection of the human body to 
who gives it a moment’s thought, as a wise and valuable measure. 
But how many people are adopting this very simple yet powerful means of 
securing health and happiness and long life? 

The Life Extension Institute has examined about 250,000 people— 
about one quarter of one per cent. of our population. It has demonstrated 
according to independent and unassailable scientific authority that by this 
means the death rate among people who come under this kind of supervision, 
whose impairments are discovered and the proper cause pointed out to them, 
can be reduced two-thirds and that an equivalent degree of human suffering, 
unhappiness and life failure can be wiped out. 


Practical experience has justified the tremendous logical force in the theory 
of the periodic health survey. That there is unanswerable logic ir the theory 
is shown by the fact that leading men and health officials from every civilized 
land have sought complete information as to the methods employed by the 
Institute and the results obtained. Many such men, including representa- 
tives from England, France, China, Japan, Czecho-Slovakia and other for- 
eign countries, have been examined at the Head Office of the Institute and 
have closely inspected its system. 

The value of the kind of work the Institute is doing is no longer a matter 
of debate among people who are competent to form a judgment on such a 
matter and who are acquainted with the facts. But not everybody is ac- 
quainted with the facts and it is the duty of the Institute to make them clear 
to the public. 


There are many people who have a hazy idea as to what is meant by a 
health service in which the periodic physical examination is the central fea- 
ture. They have in mind a brief physical examination involving taking the 

blood pressure, listening to the heart and the lungs and then a decision as 
to whether they are sick or well. 
If well, they are to go about their business and do nothing regarding their 
physical condition or manner of living. If a ‘‘disease’’ is found, they are to 
seek medical treatment. This is a very crude, elementary and insufficient 
picture of the plan advocated and followed by the Lnstitute. 

In the first place an individual who takes the .nstitute’s service is regarded 
as a human life under inspection and analysis. The family and personal 
history, activities, work, rest, play and sleep, as well as past illnesses, are all 
matters for critical evaluation in connection with the standard physical 
examination. 

When it comes to the Institute’s standard physical examination, this 
differs from any other form of physical examination that is rendered, whether 
for life insurance, military service, employment, hospital treatment or the 
like. 

The Institute’s examination covers a search for every possible physical 
defect or disturbance of function, the correction of which could add to the 


health, happiness, efficiency or life span of the individual. 


Every region of the body is examined and if there is need for critical follow- 


up along any special line, this is recommended and explained. 


The following Life {nsurance Companies are now furnishing the Insti- 
tute’s service to their Policyholders 
Mecropolitan Life Insurance Co. Union Central Life Insurance Co. 
Guardian Life Insurance Co. Inter-Southern Life Ins. Co. 
United Life and Accident Ins. Co. Midland Mutual Life Ins. Co. 
Fort Worth Insurance Co. Southeastern Life Insurance Co. 
Oregon Life Insurance Co. 


LIFE EXTENSION INSTITUTE, Inc. 
25 WEST 45th STREET, NEW YORK 


Telephone Bryant 3073. 


At its Head Office, the Institute has facilities for extending its researches 
beyond the standard physical examination, but it never undertakes treatment: 
that is the proper function of the family practitioner or specialist. 

With the results of the physical examination of the whole body, the 
laboratory reports and the general living statement before its Reviewing 
Staft, there commences the real service of the Iastitute to its members. All 
of the different reports in each case are carefully compared and studied by 
physicians trained in this unusual kind of scientific work and a detailed 
comprehensive report is later sent to the individual, informing him regarding 
the results of the examination and his needs as revealed by the evidence. 


No alarmist note is struck in these reports, but the conditions are frankly 
discussed in a way to convey encouragement and induce action for the cor- 
rection of any physical defects or errors in living habits which may be im- 
pairing the life of the subscriber or threatening his future. 


In the study of 250,000 men and women in more than eight years of 
time the Life &xtension Institute has developed a standardized and effective 
set vice based upon these critical and comprehensive physical examinations— 
a many-sided service designed to afford wise guidance to those seeking not 
only to safeguard their health, buf to broaden their lives as well as to lengthen 
them. 


Of one fact we may be sute. There is no individual in the population, 
however perfect he may deem himself, who does not need this type of service, 
who cannot profit by its protective features and prolong his period of activity 
and power in the world’s affairs. 

From the mechanic at the bench, to the leaders in the counsel of the 
nation—and this represerts the range of the Institute’s subscribers—there is 
need for this fundamental commonsense service designed to enable the citizen 
to give to himself, to his family and to his country the best that is in him. 


It is not possible to put off old age indefinitely, but there are thousands 
of people who grow ola gracefully, and who avoid the grosser defects of old 
age. By following the principles advocated and taught by the Institute the 
period of youth may be prolonged and old age robbed of many of its most 
sordid and distressing attributes. 

This service is available in all sections of the United States and Canada 
and in several of the foreign countries. Visitors who desi1e to inquire about 
the Institute's work are aways welcome at the Head Office of the Institute in 
New York City. 

The Institute’s reports are, of course, absolutely confidemtial between 
the Institute and the individual examined. These reports are not accessible 
to any other individual or any other organization of any kind. 


‘The Institute also has more than 8,000 medical examiners throughout 
the United States and Canada and in a number of the principal cities of 
Europe and the Far Fast. It is consequently able to provide its Health 
Service in any community where competent medical examiners are available. 

Complete information covering all details of the Institute’s service will 
be sent to you if you return the attached coupon and the Institute will at 
the same time send you booklets containing general information on the pro- 


longation of life and the prevention of disease. 











Life Extension Institute, Inc. T-7-30-28 
25 West 45th Street, New York 
Gentlemen: Please send me—with no obligation on my patt—copies of 


“EXTENDING THE NORMAL PERIOD OF LIFE” 
‘““EMPLOYEES WELFARE WORK THAT PAYS”’ 


and other booklets on disease prevention and the prolongation of lite. 
Name.. 


Address 
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How to Write 


sy J. M. 


T is a wise plan to ascertain whether your 
client is an insurable risk before you pro- 
ceed too far in your canvass. In fact, when- 
ever possible, this is one of the preliminary 
inquiries that should be made before the can- 
yass is commenced. An agent makes no money 
out of declined applications, and he loses the 
time and energy expended upon the case, which 
might have yielded him good returns if he had 
been employing them elsewhere. In addition, 
the man who has been declined often takes his 
rejection to heart and is sometimes so unrea- 
sonable as ta think that he has a grievance 
against the agent who induced him to apply. It 
is worth the agent's while, therefore, to take 
a little pains in inquiring about his client’s 
family and personal history, his habits (tem- 
perate or otherwise) and his present physical 
condition (overweight or underweight, healthy 
appearance, etc.). 

Then, aside from the agent’s own interests, 
he ought to look at the matter from his com- 
pany’s standpoint. The head office is generally 
anxious to have the co-operation of the field 
staff in reducing the number of applications 
from questionable risks, not only on account 
of the expense connected with declined applica- 
tions, but also on account of the danger of 
slipping 


under-average lives 


The selection should not 


some of these 
through by mistake. 
he entirely by the medical committee at head 
office. forwarded to the 
company should he a selected one, as it is “ap- 


by the agent and 


Every application 


proved and recommerded” 
the agent should recommend none that are un- 
suitable. 

Of course, an agent is not expected to ex- 
hibit the trained judgment of a physician in 
He cannot detect a_ heart 
murmur or albuminuria. But he 7s expected 
to subject an application to a general scrutiny, 


choosing a risk. 


and this can generally be done without inter- 
fering in the slightest with the progress of this 
canvass, 

Reference was made above to the importance 
of ascertaining whether the 
are temperate. Special responsibility rests on 
the agent in this matter. It 
the medical committee to see 
sonally ; they must depend entirely on the rec- 
ommendation of the local medical examiner and 
the recommendation of the agent. The medical 
examiner may be detect any 


applicant’s habits 


is impossible for 
an applicant per- 


relied upon to 
flaw in the subject’s physical condition, but in 
pany cases he is not acquainted with the ap- 
Plicant, and therefore knows nothing of his 


habits, Accordingly the medical committee, in 


More Business 


LANGSTAFF 





In this chapter, Mr. Langstaff tells of 
some of the fundamental requirements 
needed to get the signature on the dotted 
unin- 


Do not waste your time on 


line. 

surable risks is his advice. This chapter 
is an extract from “Life Insurance and 
How to Sell It,” by J. M. Langstaff and 
sold by The Spectator Company, sole 
selling agents for the United States. 











this regard, confides almost wholly in the agent. 
If the agent violates that confidence and rec- 
ommends men for insurance before previously 
ascertaining that their 
temperate, then the utmost vigilance on the part 
of the head office will not prevent an undesirable 


habits are correct and 


risk occasionally slipping through. 
Bic Fisu 

Hook the big fish instead of wasting your 
time in angling after the minnows. The little 
fellows nibble and nibble but seldom bite: even 
when you think you have one hooked. he often 
slips back into the water and takes the bait 
fellow bites he 


Hook THE 


with him. But when a big 
means business. 

\sk any experienced agent, and he will tell 
you that the little fellows, the men who insure 
for $500 or $1co0, are the ones who give him 
the most trouble. They are the hardest to in- 
sure, they require the most explaining, they are 
the “cranks.” 
On the other hand, the men who insure for the 
fuss, more 


first to lapse, they furnish the 


larger amounts make less pay 
promptly and in all respects are easier to handle. 
The reasons for this are easily seen. The man 
who applies for a small policy is not wealthy: 
consequently he grudges the investment of even 
a few dollars in insurance. He is often un- 
educated and must have everything explained 
to him in detail over and over again. He ts 
not familiar with the idea of insurance, and is 
therefore more or less suspicious. On the other 


hand, the large policyholder is well off, and 
does not quibble over a matter of a few dol- 
lars more or less. He is well posted in busi- 
ness matters and has no difficulty in following 
the agent's explanations. He probably carries 
life insurance already and appreciates its ad- 
vantages. 
Indeed, it seems impossible to dispute the 
proposition that the big applications are the 
ones that the The 
point, however, that many agents will be in- 


“But, [ don’t know where 


canvasser should pursue. 


clined to raise is, 


to get the big applications.” Oh, yes you do. 
There is not an agency in the United States 
or Canada _ that not 
wealthy men, nine-tenths of whom have only 


does include dozens of 


a fraction of the insurance that they should 


carry. Manufacturers, bankers, merchants, 


business men of all sorts, professional men, 
officials—get 


farmers, government 


Sit down and write a list of 


wealthy 
after them all. 
all the rich men you know, and then set to 
work to gain introductions to them. Don’t 
blush or grow pale when ushered into a “big” 
man’s Your mission is to talk life 
insurance, and so long as you stick to your sub- 


presence. 


ject you can teach something to your client, 
no matter how learned or successful or famous 
he may be. And, we may add, you will find 
the really “big” men—distinguished for brains, 
character or culture—to be, generally speaking, 
the most affable, approachable and reasonable 
of all those whom you number among your 
clients. 
And, in 


pe licyholder 


that 
others. 


don’t forget one 


bring 


conclusion, 
wealthy will vou 
Many an agent owes his success largely to hav- 
ing made good use of his first application, in 
securing introductions, influence, etc. 

How many agents grasp the fact that one 
$10,000 application will yield them just as 
much commission as ten $1000 risks, to say 
nothing of the saving in time and trouble? 
Ger Casi SETTLEMENT With APPLICATION 
lt is important to get at least part settlement 

in cash when you close the application. Make 
it a rule to do this, and tell your prospect that 
it is your rule. You, of course, give a receipt 
agreeing to return it in case 
is not accepted and the policy 


for the money, 
the application 
issued within a stated time. 
allow their agents to give interim receipts in 


Some companies 


such cases, so that the applicant is insured and 
the company on the risk from the moment cash 
settlement is given. These interim receipts, of 
course, are good only for a short period, and 
are worthless after that period, unless a policy 
is issued, 

The 


principally these: 


taking cash settlement 
You the 


from vour client when he is in the mood, and 


advantages of 
are get payment 
accordingly need not fear lest when you deliver 
the policy some days or weeks later his enthu- 
siasm may have cooled. Even a comparatively 
small payment on account will be valuable as 


a forfeit, for your man will not be so likely to 
back down if he has to lose what he 
paid. The will 
vent the applicant from lending a listening ear 
to the blandishments of rival agents during the 


time that he is waiting for his policy. 


has already 


same consideration also pre- 








Some companics impose a fine on the agent 


When this is the 
important that the 
agent should get a cash deposit with each ap- 
plication, so that, if the applicant changes his 
mind for any reason and refuses to take the 


when a policy is “not taken.”’ 


case, it becomes doubly 


policy, the agent may not have to go down 


into his pockets to pay the fine. 


Stupy THE Portcy CONTRACT 

It is cot always necessary or advisable for the 
agent in his canvass to enter into a minute ex- 
planation of the different provisions and_privi- 
leges contained in his company’s form of pol- 
icy. You know that the policy your company 
sells is a straightforward, liberal contract, and 
there is ordinarily no need for you to becloud 
other and more important issues, or weaken 
the effect of your other arguments by opening 
up a lengthy discussion of all the clauses and 
provisos in the policy contract. 

Still, there are cases where it may be advis- 
able for the agent to make a thorough explana- 
tion of the terms of the policy—for example, in 
case of competition, or in a case where an un- 
usually cautious client makes special inquiry as 
to the liberality of the policy conditions; or 
where you have failed in every other attempt 
to win your prospect’s interest, you may some- 
times gain his attention by pointing to some 
unique and attractive feature in your company’s 
policy. In order that the agent may be able 
to use the policy conditions as an argument, it 
is necessary that he should make a thorough 
study of his own company’s policy, so as to 
have every provision clear and definite in his 
mind, and the answer at his fingers’ ends. To 
accomplish this requires some labor and care- 
ful study, but no agent is thoroughly equipped 
familiar with the wares that 


who is not thus 


he is selling, and before he has been in the 
business long he will find himself amply repaid 
for his trouble. 

One never knows what particular feature of 
the policy is going to attract a client, and per- 
haps score a victory for the solicitor. Some- 


times the automatic non-forfeiture privilege 


appeals very strongly to certain clients. They 


may have known instances of peculiar hard- 
ship, as where a man has kept up his policy 
for years and then died after having let the 


premiums get in arrears during a period of 


temporary financial difficulty: or where the 
policvholder was stricken with a fatal illness 
about the time when his premium fell due, and 
no one thought of paying it until it was too 
late and the policy had been forfeited for non- 
payment. Your client, with these cases in his 
mind, may be disposed to make out of them 
an argument against life insurance. But vou 


can silence and perhaps convince him by point- 


ing out that the automatic non-forfeiture 
provision guards against the danger of similar 
accidents recurring in connection with your 


company’s policy, for the premium is auto- 
matically advanced and the policy does not lapse 
in case of temporary or accidental default. 


Or the instalment privilege may be the pro- 
client. He 


may express a wish for a policy that will in- 


vision that will appeal to your 
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PRUDENTIAL NOTES 





Many Advancements to Assistancy 
Ranks Reported 


SEVERAL GROUP CASES CLOSED 


Additions to Ranks of Old Guard—Busi- 
ness Being Maintained 

On September 25 Brinton Carter, who oper- 
ated as an agent in Washington, Pa., was pro- 
moted to the position of assistant superintendent 
at Brownsville, Pa., which is a detached section 
of the Washington, Pa., district. 

Agent William S. Holz, who has been oper- 
ating in the Charleston, W. Va., district, took 
up the duties of assistant superintendent on Sep- 
tember 25, in the same territory. 

Class B of the Prudential Old Guard wel- 
comed a new member into its fold recently in 
the person of Agent James Bryan of Browns- 
ville, Pa., who completed ten years of service 
September 22. 

Abraham Glucksburg of the New York Num- 
ber 1 district recently celebrated his thirtieth 
anniversary with the company. Tlis appoint- 
ment dates from August 31, 1892. 

Agent Patrick Ahearn of the Yonkers staff 
recently closed a $50,000 group case. 

Agent Harrison E. Briggs of the Brooklyn 
Number 12 district has a creditable record in 
both branches of the business. Mr. Briggs was 
appointed in March, 1921, and averaged over $1 
a week industrial and considerably over $1000 
per week ordinary. 

Agent Fred Locasto of the Brooklyn Number 
3 district is making an excellent record in the 
industrial branch of the work and is again prov- 
ing himself an all-around insurance representa- 
tive. His account shows low arrears and high 
collections. 


sure a guaranteed income to his wife as long 
as she lives. You point out that the continuous 
instalment privilege contained in your policy 
meets this requirement exactly. 

There are innumerable ways in which an exact 
and intimate acquaintance with the terms of 
the policy will assist the life insurance solicitor. 
But time and pains 


wort! 


This necessitates study. 


bestowed in this manner will be well 1 


while, and no matter how often the agent has 


read the policy, a fresh perusual of it will 


always shed fresh light upon his mind, 


sug- 
eest new arguments, and develop his power to 
them. It is largely this attribute of 


hat makes 


present 
exact knowledge 1 certain old and 
experienced solicitors so effective in their work. 
If you are present with them while they are 
engaged in a canvass, you are struck imme- 
diately with the completeness of their equip- 
ment, their absolute mastery of every phase of 
the subject, the grip they have of every detail 
of the business. These acquirements come only 
as the 


laborious self-training, and the men themselves 


result of diligent perseverance and 
are living examples of possibilities which lie 
before those who are willing to give themselves 
with a like earnestness to the scientific study 


of their profession. 
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Agent Hans C. Jensen of St. Paul, Minn, 
district, recently qualified for a $100,000 button, 
Mr. Jensen is the leading agent in ordinary jy 
Division P. 

The following were recently admitted to 
membership in Class A of the Prudential Old 
Guard: Agent Irving C. Knaak, Madison, 
Wis.; Sylvester B. Conway, Minneapolis, Minn,: 
Alexander Urban, Escanaba, Mich.; Fred 
Bastien, Peoria, Ill.; Francis W. Owen, Gales. 
burg, III. 

The following agents of Division N were 
winners in their respective districts in indus. 
trial net increase for eight months of 1922: 
John Conte, Bridgeport, Conn.; Daniel 1, 
Shea, Sr., Hartford, Conn.; Vincent Terenzio, 
New Haven, Conn.; Adelard Therrien, Nor. 
wich, Conn.; George G. Crosby, Waterbury, 
Conn.; John B. Flartey, Dover, N. J.; Charles 
E. Meeks, Passaic, N. J.; George A. Parliman, 
Paterson, N. J.; M. Walter Marvin, Albany. 
N. Y.; Winton C. Ruff, Kingston, N, Y: 
George F. Campbell, Troy, N. Y.; Joseph 
George, Middletown, N. Y.; James Foley, Mt 
Vernon, N. Y.; James Leonard and Leander 
Newburgh, N. Y.: Antonio 
Lucian, Poughkeepsie, N. Y.; Curtis S. Thomp. 
son, Schenectady, N. Y. 

Agent Stanley M. Romeril of Poughkeepsie, 
N. Y., district has the highest honors in ordj- 
nary net issue for the year thus far among the 
entire agency force of the company. 

Assistant superintendents of Division H hay- 
ing the lowest net lapse per $100 of debit for 
the first half of 1922 are: H. L. Smith and 
C. S. Divine, Binghamton; P. H. Greene and 
J. C. Withey, Utica; W. T. Nix, Ithaca; S. F. 
Campbell, Glens Falls, and E. M. Fox, Buffalo 
Number 3. 

Agent Martin McDonough of Chicago Num- 
ber 2 has completed twenty years of continuous 


Terwilliger, tie, 


service and is now enrolled in Class D of Pru- 
dential Old Guard. 
vice was spent in various districts in the city 


The entire period of ser- 
of Chicago. Mr. McDonugh is out to make 
1922 his banner year. 

Hl. W. Steffy, an agent in Lancaster, Pa., dis- 
trict, has reduced gross arrears on his debit of 
S240 to 5 per cent; increased the advance pay- 
ments to over 550 per cent and is one of the 
leading men in his district in both ordinary net 
isste an industrial net increase. 

The following agents have been promoted to 
assistant simerinte dents in their respective dis- 
\Ibion C. Deane, Paterson, N. J.; Wil 
Waterbury, Conn.; William A. 
Hertz, New Haven, Cenn. 

The following assistants have been advanced 
into higher classes of Prudential Old Guard 
membership: Michael Varallo, Paterson, \. 
J., Class B; Robert P. Murray, Troy, N. Y; 
Class B; Edward E. Wiberg, Kingston, N. Y, 
Class C. 

Agent A. N. Oriante of the New Orleans 
district has made a unique record since his 4 
pointment last March. He went three months 
without any of his business becoming in arreats 
and four months before he had a lapse of aly 
sort, and then it was only one policy. 


tricts : 


liam It. Nurtz, 


(Continued on page 22) 
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PHYSICAL ILLS 


Even if Great There Are Many Who 
Refuse to Be Bullied 


ONE INVALID 
But He Always Did His Tasks and Was 
the Wit of the Town 

Years ago, when the writer of this was a boy, 
there came to the little town out in New Jersey 
where he lived a pinched-up little man, a man 
in poor health, and quite evidently he had been 
in poor health for years. Grey of face and 
weak of eye, with a quavering voice, but gentle 
as a girl's. It that such a 
weakling, with such modest, quiet ways, should 


seemed strange 
be successful enough to buy the house which 
he selected in our town. But he did buy his 
house, and we learned later that he had what 
for those days was a large salary. 

The man who writes this came to know the 
erey-faced man rather intimately and came to 
respect him most thoroughly. Here was a man 
who from boyhood had suffered miserably poor 
health, yet he was the cashier of one of the 
creat fire imsurance companies, and had mastered 
music so completely that for an entire winter 
he played the organ in Trinity Church during 
the Sunday afternoon service. And with a keen 
sense of humor he became noted for his wit. 

Later the then boy, who writes this, became 
aclerk in a life insurance company. He can 
remember the little man, drawn of feature, 
always driven with his duties, who could be 
seen in the window of the fire insurance office 
which fronted Broadway near Wall street. 
Habitual headaches, trouble with his eyesight, 
always a dry little cough and a husky voice, 
great care necessary in selecting his food, for 
dyspepsia gripped him frequently; all these and 
even more, and yet ability for continuous labor, 
sometimes far into the night, and always the 
most optimistic and most humorous of com- 
panions. Such was the invalid cashier of the 
instrance company. 


Tue Master oF ILLNESS 

The writer can remember Thanksgiving and 
other holiday times, when Mister Brave-heart, 
as I'll call him, became the delight of the chil- 
dren. He would drape a table with a shawl, 
so that his legs were hidden, then with the 
sleeves of a coat tucked 
table he impersonated a humorous dwarf. 


into boots on the 
The 
boots would dance and he would sing, and the 
children would yell their delight. THe was so 
driven with his tasks in the insurance office 
that at the end of these holiday occasions he 
would take a late train to the city and work 
that evening. Right on through the whole of 
the little invalid’s lifetime he showed the same 
wondrous magic of sidetracking discomfort and 
even pain and performing what he considered 
Was duty. 


Years after the New Jersey town was left, 
and the remembrance of the grey-faced little 
man was fading, it was heard that he who always 
made the best of personal ills had died of 
heart disease in a cab as he was going from a 
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hotel to his office to begin his day’s work. A 
fitting ending for one who had never allowed 
the ills of life to act the boss. 

There is no quality more noble than making 
slight of the ills which afflict humanity and you 
personally. To suffer and yet be merry of 
heart; to be feeling wretchedly and yet carry 
on at the tasks which have been assigned to 
you; to be suffering discomfort and yet be 
Mister 
Brave-heart, and cause all those around you to 


noted as the wit of the town, as was 


laugh—these prove the fine metal of a man. 
that kind of a 
man, so was Darwin, and so have been many 


Robert Louis Stevenson was 
others. 

SHIRKING 
that 
Every teacher is all too familiar 


Sometimes it is slight ailments push 
away tasks. 
with, “Please, Teacher, I got a headache. Can't 
I go home?” And all of us know what it was 
in our boyhood to have that frightful and pecu- 
liarly dangerous malady which kept you home 
from school but not only allowed you to go 
Ma would let you, but that fairly 


Peculiarly danger- 


fishing, if 
pushed you to “th’ crick.”’ 
ous disease; that is, dangerous for the “catties” 
and “sunnies” over in Mill Crick. 
Below his skin every man is the boy. He is 
so much of the boy that most of us have to 
rule ourselves with a rod of iron, as it were, 
just to keep steam up and keep our engine run- 
ning. If we allowed ourselves we would very 
frequently have the fatal “cattie” and “sunnie” 
disease of boyhood. If we didn’t drive our- 


would be times when we would 
shirk our tasks, just as we did in boyhood 
school days, claiming that we troubled 


with a headache, or a slight attack of indiges- 


selves there 
were 
tion, or perhaps a bad cold. 


THE EARNEST MAN 

But the earnest man, in love with his work, 
would have to have a very serious illness, such 
an illness as would keep him in bed, to drive 
him from the place of his tasks and the work 
that his heart was set upon. 

Many a ‘life insurance agent is so placed 
that his 
with 


time is mostly his own; he can do 


many of his hours just about what he 


desires to do. It is such a man who is fre- 
quently tenapted to excuse himself from his 
tasks, and because of some very slight ailment. 
And if this is allowed, not only are there many 
lost opportunities but the loss of sticking on 
the job power is a cumulative loss, and with 
every such vielding to an excuse for shirking 
the daily task the power for sticking on the 
job becomes less and less. As a matter of fact, 
most of the down-and-outers have begun with 
shirking their tasks. And for the young man 
in any walk of life who does this with any 
ordinary excuse, such as a cold in the head, or 
a touch of indigestion, he is blazing the trail 
to utter failure, and, eventually, it is not un- 
likely to wretchedness and want. 

If a man were certain of making a million 
kind of a 


And 


if the school boy were certain of good fishing 


dollars that day, we wonder what 
disease would keep him from his work! 


right in the schoolroom, little would be heard 
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of the fatal “cattie” disease of schoolboy days. 


Of course, young Mister Industrial, yeu in- 
tend to be successful. But there are a lot of 
things you must do if you gain that ambition, 
and there are a lot of things you must cut out. 
And making a baby of yourself, and allowing 
a simple cold or a stomach to sidetrack your 
tasks, is fatal to future success. Success de- 
mands an iron quality in the blood of a man, 
not the quality of milk and water; success is 
only gained by the doing of distasteful duty, 
it is not gained by those who think of toil and 
life as a joy ride. The climber toward the 
summit of success must care nothing for weari- 
ness, for pains and discomfort, and even risk 
climber for 


death. What cares the mountain 


these things who is scaling a virgin peak 
where no man before has gained the top? If 
aches and weariness and pains were used as 
excuses against the glories of the ascension, 
no mighty peak would ever have been climbed. 

Let us all resolve that no slight thing, yes, 
and no great thing, shall keep us from our ap- 
pointed tasks. We desire success, so let us not 
allow anything to threaten and bully us on the 
trail of And if fate 
should be so unkind as to make life a daily 
burden and pain, let us remember that not alone 
we have traveled that path and that many have 


reached their hearts’ aspirations and have been 


that noble aspiration. 


burdened as much or perhaps more than we. 
And perhaps, as his duties are in a measure 
self-imposed, and can be evaded, the life insur- 
ance solicitor has more temptaticn to allow 
physical ills to boss and bully him than some 


other workers. 


Chats with Industrial Men 
The vigorous campaign on the arrears ques- 
tion inaugurated by practically all industrial 
companies, as noted by us in the early part of 
the year, is beginning to bear fruit. Reports 
from all that marked 
One company announces 


quarters show results 
have been achieved. 
not only a wonderful improvement on the part 
of its entire agency force, but a weekly in- 
crease in the nuinber of men reaching the 25 
per cent mark, which it seems to have adopted 
as a tentative standard. From every corner of 
the land come reports of remarkable individual 
feats to such numbers that it would take up 
We must 
select one, however, that seems to stand alone 
The Conservative Life that 
Louis Balogh, of South Bend, on a debit of 
slightly in excess of $400 shows gross arrears 


our entire space to record them all. 


announces agent 


of 60 cents, or less than two-tenths of 1 per 
cent. Mr. Balogh stands No. 1 for year in net 
placed ordinary among the agents of his com- 
illustration of the 
tention advanced by a newspaper some months 
ago that the 


pany. He is a live con- 
lower an agent’s arrears, the 
time and the clearer mind will be his 
to go after big things in the line of production, 


more 
and vice versa. 


PsycHOLoGy oF ARREARS 
Thorough cogitation on the arrears question 


brings us to the psychological aspect. Reduc- 





Load Your Gun 


By WILLIAM 


The man who sells industrial insurance may 
be able to place quite a few policies by per- 
sistently working his prospects with a canvass 
like this: “Oh, come on and take a policy with 
me. It’s a 


” 


good thing and costs next to 


nothing,” but the fellow who loads his gun with 
the right sort of ammunition will get the best 
results, and with a considerably smaller amount 
He will close 
less time to 


of expended energy and patience. 
more business too, because it takes 
make individual canvasses. 

Someone has said that the only purpose of 
criticism is to point out how mistakes may be 
avoided in the future. And so it is with fail- 
ure. When you come in at night, tired and dis- 
heartened, it won't do you any good to think 
about the day’s disappointments unless you sit 
down and carefully analyze the cause of each 
failure. 

If you can tell why a certain argument does 
not land your prospects, you should discontinue 
using it. 

If your appeal fails to arouse the proper re- 
sponse, something is lacking. Find out what 
it is, and supply the missing quality. 

If some of your policyholders are in arrears, 
or have a constant tendency in that direction, 
there is a reason. It may be that you are not 
prompt and regular in making your calls, it 


Chats With Industrial Men 
(Continued from page 19) 


tion of the arrears means reduction of the 
arrears can be reduced only 
therefore good collections 


How 


lapse ratio, and the 
by collecting them; 
are the essential, after 
is it that some men have such 
working among the 
debits, are 


all is said and done. 
fine collections 
when their brother agents, 
same kind of people on adjoining 
grumbling and groaning about poor collections, 
high arrears and heavy lapses? It is hecause 
they collect- 
ing, whether they are aware of it or not. 
create the 


have mastered the psychology of 
They 
know how to subconscious desire 
of the policyholders to keep their protection in 
henefit, not by bluffing, threatening or bully- 
ageing, but by a continuous process of mental 
suggestion. They approach the with 
every assumption that, having secured the pro- 
they 


and generaliy this 


insured 


pay for 
atti- 
part 


tection of insurance, intend t 
it in full, 
tude finds a subconscious response on the 
of the policyholder. They 


just the right thing at the right time; 


business-like 


seem to be able to 
they 
unruffled; they 


futile de- 


are agreeable, affable and 
never find it necessary to engage in 
unpleasant arguments with  policy- 


they 


bates or 
holders. They make 
are happy to be engaged in a lofty profession, 


it very clear that 


of tremendous benefit to mankind in general, 
and that they thoroughly their 
Their entire attitude when calling for 
tions is one of cheerful willingness to render a 
very valuable and important service rather than 
and therein lies the secret of 


enjoy work. 


collec- 


exacting a due, 


their success.—The Anico. 
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Before You Start 


THORNTON 


may be that you are not seeing these particular 
people at the right time, it may be that they 
are not thoroughly convinced of the importance 
of maintaining their insurance and do not real- 
ize the danger of lapsing, but hardly all three 
of these reasons could apply in a single case. 
First, locate the trouble, then administer the 
remedy. 

A music teacher explains that the continued 
practice of a difficult passage in which there is 
invariably a blunder won't perfect the pupil’s 
execution. The blunder must first be analyzed, 
and the difficulty detected, explained, and then 
the passage practiced again. 

Blind stumbling in soliciting and collecting, 
even with unabated energy, won't bring absolute 
success. Dogged persistence is a valuable as- 
set, but if it is coupled with common sense and 
the faculty of plain, reasoning, it is 
certain to win out in the long run. 

A boy who tried to play baseball 
disgust because his associates laughed when he 
couldn’t hit the ball. When he grew up, he 
learned that Babe Ruth’s remarkable 
was largely attributable to the fact that he had 
unusually quick sight. The boy had always 
seen very poorly. 

If the methods you are using in your busi- 
results, do not throw up 
fable 


everyday 


gave up in 


success 


ness are not getting 
7Esop wrote a 
who threw clods of dirt up into 
an apple tree. The fruit didn’t fall, and he 
tried sticks. When this didn’t get results, he 
tried a rock, and brought down an apple. 

If a prospect is indifferent, you don’t need 
to talk thrift; him on the one hand the 
danger of not carrying and on the 
other its value to his family. 

If the man you are trying to sell makes a 
scant living, your job is not extol the benefits 

already appreciates that, and 
show him where he can divert 


your hands in despair. 


about a boy 


show 
insurance, 


of insurance; he 
wants a policy; 
ten, fifteen or twenty 
channel where his money is now going, and use 
it to take a policy. 

If vou are talking to 
make him want to save. 

If you fird a fellow who has a little savings 
point 


cents a week from some 


a spendthrift, try to 


account, 
of thrift. Explain to him the advantages of 
an intermediate policy. Twenty-five dollars de- 
posited in the bagk at three and one-half per 
cent interest will be worth $25.88 at the end 
of twelve months, whether the depositor is liv- 
The 
which would go a long way 
ther in helping the family, if the 
should wield his sickle and cut down the head 


you need not argue with him the 


ing or dead. same amount would purchase 


a $=00 policy, fur- 


Grim Reaper 


of the house. 

sabe Ruth hits the ball 
his quick sight, but it is the force of 
that 
Ruth to make a home run. 


often because of 
the blow 
sends it out into the distance, enabling 
The effectiveness of your initial canvass will 
future difficulty. 


“sold” 


save The more completely the 


policyhoider is on your proposition, the 


less likely he is to lapse. 


20 


Thursday 


I<minent success in maintaining and increas 
ing a debit depends largely on the kind of 
ot 

ammunition with which you load your gun, 


The Grindstone and Hardware Salesman 


“This is a wonderful piece of machinery,” 
said a young hardware salesman, showing his 
§ 

catalogue to a retail merchant. 


“Tlow does it work?” 
dealer. 


“Well,” 


expert, “by 


asked the interested 
replied the budding young technical 
means of a pedal attachment, y 
fulcrumed lever converts a vertical reciprocat- 
circular movement. The 
principal part of the machine is a huge disk 


ing motion. into a 


that revolves in a vertical plane. Power js ap- 
plied through the axis of the disc, and work 
so that the hardes 
may be reduced 


is done on the periphery, 
substance, by mere impact, 
any shape.” 

salesman had 
to stop a moment to get his breath, and the 


Finally the enthusiastic young 
puzzled merchant, who was completely in the 
dark, inquired: 

“What is this wonderful machine?” 


“ce 


A grindstone,” was the reply. 


There are many life insurance agents who, 
like this hardware salesman, make their propo- 
sition about as clear as mud and about as inter- 
esting as last year’s telephone directory. Is it 
considered a 


which has to listen 


any wonder that some agents are 
pest by the general public, 
to meaningless technical chatter that would 
cure the most acute case of insomnia? Why 
not talk to prospects in plain, every-day lan- 
guage that a child could understand? 

Some agents’ conversation is nothing but a 


steady flow of such words as: non-cancellable, 
funds, 


extensions, 


reserve endowments, special provisions, 


automatic sinking funds, accumt- 
lated dividends, compound interest, expectancies, 
etc., until finally the prospect’s head is swin- 
ming. 

Instead of all this 
colorless palaver which the average layman cat- 
not grasp without giving his life to it, why not 


tiresome, uninteresting, 


picture to him in simple, understandable words 
the comfortable future, with education, home 
which will result from the bene- 
All successful insurance 
most consistent 


and luxuries, 
fits of life insurance ? 
men that the 
method of selling life insurance is to visualize 
clearly for the prospect what a certain policy 
will do for him and his family. This is the 
one infallible method. 

Don't use the tactics of this young hardware 
salesman; they only muddle the brain of the 
buyer and make him wish you were a thousan! 
grindstone a_ grindstone 
in a vertical plane. 


agree best and 


miles away. Call a 
not a disk that revolves 

In short, talk down to the average layma'. 
up to the full height of your tec 
He is not interested in - 
all he 


instead 
nical knowledge. 
about 
insurance is what it will d 
for him and his dependents. Tell him t this 
and then you've told 


much you know your business; 


cares about life 
in vivid, lucid language, 
your whole 

Stop right there!--Vield News 


story 
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Factors Which Govern Productivity 


Not long ago Philip Burnet, president of the 
Continental Life Insurance Company, of 
Wilmington, Del., prepared and published a 
pamphlet entitled “Some Factors Governing’ the 
Productivity of the Life Insurance Salesman.” 
This is a “study based on the opinion of thirty- 
five life insurance men, supplemented by the 
home office record of their work.” 

Before we look into this particularly inter- 
esting little tract, valuable to the solicitor who 
desires success, it should be stated that there 
are very definite methods by which to command 
success. The modern psychologist declares 
that to a great extent disease and health can 
be controlled by the mind, and that we have 
proof that such things as a sleepless condition, 
insomnia, are directly under the control of the 
thoughts. lf a sleepless person will study the 
psychology of sleep and follow the simple rules 
given, sleep will come. In fact there are a 
ereat variety of human ills that can be cured 
by the mind. This is not a theory merely; it 
has been proved over and over again. And 
“Aga man thinks, so is he,” can be stated as 
a scientific fact. 

If you could make the desperate criminal 
think the most ethical thoughts, and could make 
him continue those thoughts, that man would 
he a living object lesson in ethics, instead of 
a criminal. For action is only the outward 
working of inward thought. A sneak thief, 
a burglar, a murderer has first the criminal 
mind and then the rest follows. 

This being true it also follows that no man 
can be successful in any line of work until suc- 
cess is planted deeply in the man’s mind. If 
there is nothing but failure in. the man’s mind 
then that man is as certain to be a failure at 
his business, no matter what it is, as murder 
deeply implanted in the thoughts will lead to 
the actual crime. 

So in examining and studying why life in- 
surance solicitors are a success we fix in our 
thought the qualities necessary for our own suc- 
cess. And knowing what these qualities are we 
can determine that we will have them for our- 
selves. And if his desire is great enough for 
success any man whatever can develop the quali- 
But he must have the knowl- 
edge what qualities he needs, and, further, he 
must have the push for their development. 

Mr. Burnet’s tract proves pretty clearly what 


tles necessary. 


qualities a life insurance solicitor must have 
if he is to meet with success, or “productively,” 
as Mr. Burnet calls it. 
sent out by 


A questionnaire was 
\lr. Burnet’s company to thirty- 
live of the principal representatives of the com- 
pany and the following was determined for the 
comparatively small group of successful agents, 
but it is to he believed that a larger number 
Would have given much the same results. 


QuALITIES NEEDED j 

Leaving aside the question of the age of these 
agents, age being, and fortunately for the life 
agent, a relatively unimportant matter, the fol- 
lowing gives the gist of the paper referred to: 


Little difference could be discovered between 
the productivity of men with a high school or 
with a college education. But the common 
school men were 31 per cent of the total, and 
on the average the high-school agents and col- 
lege-educated agents averaged 29 per cent bet- 
ter than the common-school men. But doubtless 
in soliciting industrial insurance we might find 
a far less percentage than this. 

However, the matter of education is in any 
man’s hands. There are night classes, home 
correspondence courses of study and_ public 
libraries. If a man’s thoughts are turned 
toward education, and he himself knows his 
deficiencies, then he will obtain this particular 
And it is 
to be noted that high school or college training 


quality that is needed for success. 
seems about equally satisfactory. Hence the 
common-school man has only to gain what is 
the equivalent of a high-school training. 

The next subject taken up by this paper is 
experience in the business, and it was found 
that experience tends but slightly to increase 
production. But it is to be believed that in so 
specialized a business as industrial insurance 
that experience has far more weight than in 
soliciting ordinary insurance. 

Next follows the question what induced the 
agent to enter the business, and while this 
may have little bearing on the qualities neces- 
sary for success, yet it is an interesting ques- 
tion. And only 14 per cent of this group en- 
tered the business because of personal leanings ; 
86 per cent were solicited to enter the business— 
and entered after having the business urged 
upon them. 

Now taking the final results of Mr. Burnet’s 
valuable studies, which give what is called the 
“essential traits’ of the successful solicitor, 
we find the following as stated to be these 
essential qualities—industry, sociability, intelli- 
gence and trustworthiness, the percentage of 
the important qf these qualities being 4o per 
cent for industry, 25 per cent for sociability, 
20 per cent for intelligence and 15 per cent for 
trustworthiness. 

Quoting from the pamphlet, “The composite 
opinion of the men who replied to the question- 
naire was that the four chief traits essential 
to successful life-insurance work and their rela- 
tive importance are, industry, 40 per cent; 
sociability, 25 per cent; intelligence, 20 per cent, 
and trustworthiness, 15 per cent.” 

Therefore we have from this group of suc- 
cessful life-insurance agents the opinion that 
industry is far more important than any other 
Sociability, 


of course, is important, so are intelligence and 


quality for the successful solicitor. 


trustworthiness, but industry stands first, high 
above the others. 

Any man can be industrious, just as any man 
can allow himself to be slothful; in fact the 
matter of industry is one that is absolutely un- 
der the control of the individual. He cannot 
make himself black-eyed if nature made him 
blue-eyed, he will have to walk through life on 
bow legs if he was so constructed, but the most 


2I 


slothful man can be the most active and 
energetic, if he has a mind for the latter traits. 
Everybody knows whether slothfulness has a 
hold en him; he doesn't need a diagnosis by 
an expert. And if slothfulness is the quality, 
instead of industry, that agent can no more 
he successful than a lazy baseball player can 
be successful. So if you desire success, and 
know yourself to be slothful, there is only one 
way for even moderate success—cure yourself 
of sloth. 
his heart and soul into a work which is as im- 


This is easy. Any man can put all 
portant as life insurance, and if he really wishes 
success. 

ALWAYS IMPERATIVE 

Keep it clearly in mind that no success is 
possible for the indolent, the lazy, the slothful. 
They are on the trail leading to empty pockets, 
to shabby clothing and to utter failure. For 
a short time he who follows the slothful trail 
may ward off the penalties, but it is just as 
true to-day as in the times when the proverbs 
were written that “The sluggard will not plough 
by reason of the cold; therefore shall he beg 
in harvest and have nothing,” and “Slothful- 
ness casteth into a deep sleep; and an idle soul 
shall suffer hunger.” 

You want success? Cure yourself of sloth. 
And given industry the rest will follow. If 
an agent is not inclined to be sociable, industry 
will cure this fault. And intelligence is but in- 
dustry applied to knowledge. 

The last is trustworthiness, and it only hap- 
pens to occupy a final position. But a crooked 
man is nowhere in the race. The man who 
wants dollars and takes money not his own 
will generally work at hard labor for nothing. 
So the agent must be trustworthy to be suc- 
cessful. 

Get industry and it will beget sociability and 
intelligence. Add to the mixture honesty, and 
you are as certain to produce success as iron 
and carbon mixed in the furnaces produce steel. 





John Hancock Vice-President Spurs 
Agents ; 

In a letter to the company’s agents, Vice- 

H. Brock of the John Hancock 


of Boston writes: 


President E. 


General conditions are not entirely satisfac- 
tory, yet in most trades and industries they 
are gradually getting back to normal. The 
agricultural department reports that the pro- 
spective crops will be the largest ever harvested, 
with the possible exception of 1919. It is ex- 
pected that the crops of 1922 will exceed in 
money value to the farmer the crops of 1919, 
due to the row larger purchasing power of the 
dollar and to the decreased cost of planting and 
harvesting. The 1922 crop is estimated at 
$7,000,000, a material addition to the wealth of 
the nation. Were it not for conditions exist- 
ing in two or three industries, we would all 
feel that we were well on the way to normal 
FECOVEFY. 

We called your attention during the second 
quarter of the year to the condition of accounts 
and there was an instant improvement. It would 
now seem advisable again to ask for concerted 


action from every man in the field towards 
getting our “house in order,” in the collecting 
of arrears, and in a reasonable increase in ad- 
vance payments. The combined efforts of our 
agents to get accounts in condition have always 
been successful. 











(Continued from page 18) 


Assistant Ichiel Milstein, Brooklyn Number 
8, has just succeeded in closing a substantial 
group case, demonstrating the fact that he is 
alive to the opportunities of doing big things. 
Assistant Milstein is close to his record of 1921 
and hopes to pass this mark soon. 

On August 2, Superintendent R. F. 
the Boston Number 3 district celebrated his 
twentieth Prudential anniversary. Mr. 
entered the Prudential service in 1902 
agent at Providence aid was promoted to assist- 
ant superintendent in the same territory, and 


Toye of 


Foye 


as ail 


has since occupied the position of superintendent 
at Waterbury, Portland, Me., and Boston Num- 
ber 3. 

Assistant Thomas H. McGovern of the Phil- 
adelphia Number 12 district completed twenty 
years of service on July 7 and at a staff meet- 
ing was presented with the diamond locket and 
certificate emblematic of his entry into Class D 
of the Prudential Old Guard. Mr. McGovern’s 
assistancy ranks second in Division D in net 
increase this year and is also doing well in 
ordinary. 

Agent H. C. Hensge 
having demonstrated his ability, has been pro- 
moted to the position of assistant superintend- 
ent at Lancaster, Ohio. 

Following are recent promotions to the assist- 
Division Q: Elmer FE. 


of Portsmouth, Ohio, 


ranks of 


ancy 
McInturff, Pasadena, Calif.; L. D. Jeans, 
Sacramento, Calif.; Melvin E. Adams, San 


Francisco 1, Calif.: Robert S. McCrabbe, Seat- 
tle, Wash.; Julius DeVries, Spokane, Wash.; N. 


Tt SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


Chris Olsen, Salt Lake City, Utah; William J. 


Getts, Denver, Colo.; Cory FE. Arnett, Pueblo, 
Colo. 


Best Time to Sell Insurance 

If you could canvass for new business at the 
most favorable moment, when the prospect was 
in the most receptive mood, your average of 
success would be far greater. 

The best time to sell a man is when you are 
delivering a policy you have already sold him. 
but he has a feeling of 
genuine that he is 
O. K. and that insurance has been issued. Ile 
realizes that he is that much richer and conse- 
quently is in a more receptive mood with re- 


He may not say so, 


satisfaction in knowing 


gard to the whole life insurance proposition. 
He appreciates that he should take more insur- 
ance, as much as he can afford. This is the 
time to secure another application, or his prom- 
ise for consideration of further insurance, and 
to make an appointment for another meeting. 
The barrier of reserve has been broken down 
and the policvholder and yourself meet on the 
common footing of interest in a common pur- 
pose. 

Cultivate your own policyholders at the same 
time that you make new It pays!— 


Prudential Weekly Record. 


ones. 


You Let Him Sell You 
“T did not sell him hecause he convinced me 
that because of these hard times he could not 
This 


instead of he, 


leads us to believe 


sold—that he 


pay the premium.” 


that you, were 


Thursday 


was the salesman and you the sold. He did to 
you exactly what you had called upon him to 
do. Instead of your selling him the idea of 
life insurance he sold you the idea of hard 
not true that this —finaneig 
stringency is actually as much a mental congj. 
tion as it is a physical fact? 

Conditions to-day, in the majority of local 
ties, are comparable with those of 1913, Ip 
fact, it is the opinion of many of the olde 
insurance men that the agent to-day has q 


times. Is it 


decided advantage over the agent of 1913. Tp. 
day the principle of life insurance is mor 
seriously believed and more extensively prac. 
ticed than in 1913, and while the actual finap. 
cial condition may be somewhat worse, tha 
handicap is by far overcome through the mor 
friendly attitude that people have toward jp. 
surance work.—J/onthly Message. 


life Insurance Company of Virginia 
Changes 

RicHMonpb, VA., October 9.—The Life Tnsu. 
ance Company of Virginia, of Richmond, an. 
nounces the following promotions among its 
industrial forces: 

Baltimore.—Agent Howard Gilbert has bee 
promoted to assistant superintendent in charge 
of the Free Lance assistancy. 

Radford.—Assistant Superintendent A. £, 


MecCaskey of Norfolk has .been appointed to 


succeed Assistant Superintendent C. W. Milner, 
Mr. McCaskey was succeeded by Agent G. K 
Lane. 





THE ART OF CANVASSING > 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


first penned. 


them it will do for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, | 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 

Single Copies - 
25 (Ce ee ewe ee 
50 ‘6 oe ee ee 
100 6 ee es ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 


INSURANCE EXCHANGE 





A reprint of the 





- $2.00 | Special prices quoted on large quantities. 
- 45.00 | nee oes 

- 85.00 | 

- 160.00 | THE SPECTATOR COMPANY 


CHICAGO OFFICE 

INSURANCE EXCHANGE 

135 WILLIAM STREET 
NEW YORK 


A Thousand and One Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 
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THE INDUSTRIAL LIFE AGENT'S KIT 


A of Industrial Life Insurance Companies should aim to ‘ncrease 
their Efficiency 
By so doing they will also increase their 


Earning Power 


Increased Efficiency leading to Increased Earning Power attracts attention on 
the part of Home Office Officials and leads on to 


Promotion 


Do You Want to Become Efficient? 
Do You Wish to Increase Your Earning Power? 
Do You Not Aim Constantly for Promotion? 


you can assist in accomplishing all this by careful study of THE INDUSTRIAL 

LIFE AGENT'S KIT. The dictionary defines a Kit as an outfit of necessaries 
for a trade or occupation, or for some special purpose. THE INDUSTRIAL LIFE 
AGENT’S KIT is made up of books which are valuable aids to men engaged in 
this great business, and when carefully studied will bring 


GREATER EFFICIENCY 
INCREASED EARNING POWER 
STEADY PROMOTION 


The works named below have been selected with a view of giving the 
greatest amount of education on insurance matters at the lowest possible cost: 
CLUBS can conveniently be formed in offices to purchase one or more sets for the 


use of all the men, which practice has been pursued in many superintendencies with good 
results; or the books may be purchased individually. 


THE INDUSTRIAL LIFE AGENT?’S KIT 


TITLE OF WorRK PRICE 

Some: Plain Hints to Life Insurance: Solicitorsis «cise os ccc ee de oe cele tenes ee calnoncess $ .50 
Selection of Risks by the Eile SOMCHOS, 2 i. 4 <dieeicias 2 ds cherie & Sears Hela ala hele eainsio dl late .50 
A Thousand and One Hints to Agents of Industrial Life Insur: ance Companies......... 1:00 
OR eCCONS atic ATS WEES iese.oss:0-c o.svore ere oe welem ae aernsa ee erarerei ore ale Reson aren ne eae wieraealens 1.50 
Wiel breutsros Votes PHEOING > o-<.c10 2 /0,.c0s- cto oid oe} vin Bele wie hod Meets we CO rarwla dela mueacede sera: 1.50 
DENT 12 CRS OTC RR Oe ee re eee er ene rN ene Cee ere 1.50 
Efe; bnsuranece cane Lowe Con W Site: Els «ccs esncoran cota ence Wonk omen dawanemecoadacdun 1.05 
TERRE LGE GG Ee eral re haa aa oe tgs Se Suan aN, a acdc oncr u ar hal aTe LSet aA k REUN Ee Sen aN aL aa 1.00 
MBHGr PSG GHGIO DN Ol SI SOLO oe 6 oiocs:o'e db oiciei ere ns wee cide lala eae elm are are Waslodae’s Ses Gewaora 1.00 
EVouwe Cor SGRERGHEANEO No. 2 ici co «6:0: 50:5 eles o. winue Saher @ ones Mier aeln es Wie late al Rarera ae wan Atal Malad 2.00 
PEN ERCUP RELI OMG LENO Oh ois oc <6 ciel a Saale aS h ASL AA TS LANA MORO Re: REG MSO Mea RAR ee aS 1.50 
Bea OG Piles MISHUANOOe 5 << 5 5o.5:cbi6,.6 416 ed nla: w eel e ie Meieleeve ore olmalteloe colada eletenwiaiatg 2.00 
Biferbnstinances Sal CStHianG Dis <o¢.6 o106 cinde cnbiaiewelew ds say slbaeesiae oie tented wale aaa: 1.50 
‘Bhes Month byeI NCE PONCY <6 6.cie 60 6.0 ose sresiawrecne coils aie. sre de eee ola Sharan ater A real ae .50 
SUN WUE Arta Ut Dk LEGA AER SSE ER CN 5  osc.orca deus lx ch coy 0u.d oati@ eee oh Wich BLE Si A Oleha Oc oNe Met aL OTaT aCe Salad 2.00 
Prati: tobias Bue Enstranee LOGE... <. .eo!cissi0:% a4 siete trae e-o.0 0:4, ee-slacvia cele uitwe wane eee 1.50 
ESR ENGR EN EES yeas ais on coe aco vain’ ol Wiese Shak Som MORRO R GLA gELa Mg eral @ lata A Raee eran 2.00 
BUSINESS RESUEAROOS 5. 2c. 5 a: o:4) a5. ois.e li oirpia walsinw 0 oleae sie HOLaae on nlcaigra alaie ale eee aeinarar 1.50 
Wihae-Esfe Insurances ts anck What TG Doess << ccc cee peice ude s veiwlnwc cols enouaeas 1.50 
Ot ale st oes Seok estes a ree tae A Eee dee ALG HEN clear an eatin eee ae $26 .25 


THE INDUSTRIAL LIFE AGENT needs all the above-named books. 
Form a Club to-day, sending an order for these books, remembering that 
KNOWLEDGE IS POWER 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 William Street 
Insurance Exchange NEW YORK 

















THE SPECTATOR Thun 


INDUSTRIAL INSURANCE SECTION 


The Post Magazine Almanack employers’ liability, personal accident, marine copies, fifteen cents; 50 copies, $3; 100 copie J 
and miscellaneous insurance. In addition, there $4.50; 500 copies, $18; 1000 copies, $30; 5000 


The new 10922 edition of the Post Magazine 
is a synopsis of the profit and loss accounts copies, $120; 10,000 copies, $225. 


Almanack, published in London, has been is- 
sued, this being the eighty-second year of its 
publication. As usual, this book is replete with 
condensed information concerning insurance 
matters in Great Britain, presenting statistics 
and facts relating to ordinary life, industrial 
life, fire, accident and marine insurance. 
There is an interesting summary of the chief 


7 
of insurance companies doing business in the : 
United Kingdom, a directory of capital and 
shares, rates of premium for whole life insur- 


The Industrial Agents Serve Humanity _ 

Money is not the only thing in life, the jon 
of service is worth while living for. The het 
part of our business is while we are serial 
humanity, we are able to provide all the coms 
forts of life to our families, as our business jg 


remunerative and  educational—The Jy 
S 


ance and annuities, lists of assessors and insur- 
ance brokers, etc. 

Irom the foregoing it will be seen that the 
Post Magazine Almanack is a very useful work 
of reference concerning insurance affairs in 
Great Britain. Copies, bound in cloth, may be 
procured from The Spectator Company, New 
York, at $2 each. 


insurance events of 10921, lists of insurance 
peers and MM. P’s, table showing fire insurance 
in the County of London, lists of officers and 
members of various societies of insurance men, 


telligencer. 


including actuarial organizations and the char- ee Western & Southern Expands 
tered insurance institute; lists of tariff and ; The Western and Southern Life Insura 5 
non-tariff offices; some historic fires. Partners and Life Insurance Company of Cincinnati, O., announces that 

A valuable feature of this book is the In a leaflet written by William T. Nash and new district has been oman in St. Louis uae 
Directory of British and Colonial Insurance — published by The Spectator Company, entitled ger the superintendency of L. L. Loeser. Thi 
Offices, which embraces over eighty pages. New Partners and Life Insurance, Mr. Nash sets office is located in the Vanol Building, Oliva 
companies registered and companies which have — forth how life insurance can be of benefit to and Vandeventer avenues, and will be knoal 
absorbed others, companies changing name or partners in a business, or to the owner of a as St. Louis Central District. i 
ceasing business, and companies grouped ac- one-man business. It shows that it is a bulwark New detached assistancies have been estalil 
cording to kinds of business transacted, and of credit and that, in the case of a partner in {ished at the following points: St. Clair Nal 
other interesting features are also presented. or the owner of a business, life insurance may tional Bank Building, Belleville, Tl: Doeiil 

An extensive directory entitled “Who's Who _ easily be the factor which preserves such busi- — oeffer Building, New Albany, Ind.; Spring oil 
in the Insurance World” facilitates the loca- ness from being wrecked. He points out also Maple street, Jeffersonville, Ind. 
that such insurance is not only of advantage to 


tion of important insurance men. There is also 
an extensive Jist of directors of British com- the business, but is also beneficial to each part- 
panies. ner and to each partner’s family; or, in the Alabama Fuel Administrator Joins 
The statistical tables include a synopsis of | case of a one-man business, to his heirs. Insurance Company 
new business and revenue accounts of life in- This i#a most persuasive and convincing leaf- BirMINGHAM, ALA., Sept. 23.—Roy R. 

surance companies operating in the United King- let for the use of agents who are striving tc Alabama State fuel administrator, has resig 


dom showing the ordinary life business: a table — sell protection to business men. The prices to become connected with the Jamison R 
of industrial life business, a table showing the at which this leaflet is sold by The Spectator Estate & Insurance Company, leading Birmin 


fre insurance business and others devoted to Company, New York, are as follows: Single ham investment house. 














THE | NOW READY 


( L O B E. | HARPER’S LIFE INSURANCE LIBRARY | 
The Psychology of : 
MUTUAL LIFE | Selling Life Insurance 


By Dr. E. K. Strong, Jr. 


] N S U R A N C E School of Life Insurance Salesmanship 
Carnegie Institute of Technology 


PRICE, $4.25 Delivered 


C O M P A N Y | Selling Life Insurance 


CHICAGO ILL By Dr. John A. Stevenson 

OF 9 e Second Vice-President, Equitable Life Assurance Society © 
Formerly Director 

School of Life Insurance Salesmanship 


RESULTS FOR 1921 PRICE, $3.75 Delivered 
Gain in interest income over last five years , Meeting Objections 


Gain in income over last five years 
Gain in admitted assets over last five years To 
Gain in Insurance in force over last five years By Dr. John A. Stevenson 
Average gain over last five years : ) PRICE, $1.60 Delivered 








The above figures are the results of the highest grade of service House of Protection 


to policyholders and representatives. The latest is By Griffin M. Lovelace 
Director, School of Life Insurance Salesmanship 


Claims Paid By Telegraph Carnegie Institute of Technology 
It is the last word in | PRICE, $1.60 Delivered 


SERVICE | THE SPECTATOR COMPANY 
T. F. BARRY, President, General Manager and Founder CHICAGO NEW YORK 
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WRITES SUBSTANDARD 


Guardian Life to Issue Rated Policies 
for Own Agents 


ANNOUNCES LIBERAL PLAN 


Four Rating Classifications to Be Used— 
$20,000 Limit 

After many months of study and investiga- 
tion of substandard forms of insurance, the 
Guardian Life Insurance Company of America 
announces that a series of new substandard 
contracts has been prepared and _ that, begin- 
ning October 1, it is accepting substandard 
risks that are submitted in the regular course 
of business by its own representatives on these 
new and liberal forms. 

The Guardian’s plan for the rating of sub- 
standard risks calls for policies to be issued in 
four rating classifications—minimum, medium, 
intermediate and special. The maximum amount 
issued on policies with the minimum or medium 
rating, at ages 21 to 50, inclusive, will be $3o0,- 
000, of which $15,000 will be reinsured. Limits 
for the two highest rating classes, intermediate 
and special, will be $2.,000, of which one-half 
will be reinsured. 


Big Business and Life Insurance 

Under the above title, a notable article by 
William T. Nash has been printed in the form 
cf a leaflet and will be found serviceable by 
life insurance agents who are endeavoring to 
write business insurance. 

The “pivot man” is particularly addressed 
in this article, which shows conclusively the 
great value to a corporation of life insurance 
upon the man upon whose ability, experience 
and knowledge the concern depends largely for 
its success. This leaflet set forth the numer- 
ots advantages growing out of such insurance, 
aid its adaptability to all circumstances which 
are likely to rise in connection with an impor- 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
Square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 
its representatives. 


Joseph C. Behan, Supt. of Agencies 











tant business. Not only is the credit of a busi- 
ness concern improved by the carrying of such 
insurance, but it may be applied to particular 
purposes, such as the retirement of bonds or the 
The 


clasticity of such insurance and its usefulness 


meeting of other obligations when due. 


in various directions are well set forth in this 
leaflet, which is published by The Spectator 
New York. 


for fifteen cents per copy; 50 Copies, $3; 100 


Company, This new leafle? sells 
copies, $4.50; 500 copies, $18; 1000 copies, $30; 
50C0 copies, $120; 10,000 copies, $225. 
Opposes Stock Sale in Alabama 

BirMINGHAM, ALA., October 10.—A. W. 
Briscce, Alabama State Insurance Commis- 
sioner, this week denied the application of the 
Lincoln Douglas Life Insurance Company, of 
Birmingham, for permission to sell 200,000 
shares of stock and to carry on a life insurance 
business among negroes in Alabama. 


Death of Mrs. J. C. Maginnis 
Maginnis, presi- 
will 


The many friends of J. C. 
dent of the Eureka Life of 
learn with great regret of the death of his wife. 
Mrs. Maginnis died at her home in Baltimore 
on Sunday, October 8, as a result of organic 
heart trouble, and the funeral was held Wednes- 
Before her marriage, Mrs. 


Baltimore, 


day, October II. 
Maginnis was Miss Mary L. Tobin of Phila- 
delphia, and besides her husband she is survived 
by three daughters, Misses Bertha V., Catherine 
I.. and Marie C. Maginnis, and their three sons, 
Masters John C., Jr., Paul S., and James A. 
Maginnis. She also leaves five sisters. Mrs. 
Maginnis’ passing is deeply felt by a large 
circle of friends and acquaintances. 


Ball Player Insured for $125,000 

RicHMonpD, Va., October 9.—An insurance 
policy of $125,000 has been placed on the life 
of Willie Kamm of the Chicago White Soxs. 
The policy was written by Ray Schalk of the 
same team, who devotes his spare time to the 
life insurance business. 

Many Attend Meeting at Astor 

A large number of company managers at- 
tended the meeting called by Insurance Com- 
missioner Button of Virginia, held at the Hotel 


Astor yesterday. 


AUGUST BUSINESS GOOD 


Survey by Life Insurance Research 
Bureau 


ONLY FOUR STATES BEHIND 


New York and Pennsylvania Show Gain— 
Empire State Leading 

The Middle Atlantic, or industrial States, 
continue to be the most active in life insurance 
sales according to an analysis of August busi- 
ness recently made by the Life Insurance Sales 
Bureau. However, all the States ex- 
cept four, enjoyed sales for the month roughly 


Research 


equalling or even surpassing those of last vear. 
Louisiana, South 


Montana and Idaho. 


These four are Carolina, 

When the States are grouped by districts, it 
is seen that the Western or mountain district 
is the only ene which did less business in August 
this vear than last. This district has shown 
steady gains, however, month after month, be- 
ginning at an exceedingly low level last winter. 
Following a very successful July, it has now 
The 
Middle Atlantic States head the list, according 
to this scheme of grouping, with a gain of 
The others rank 


experienced a month of some reaction. 


24 per cent over last August. 
as follows: 

Pacific States 

Central 

New England 

West Central 

Southern 

Southwestern 

Western 

As in June and July, Rhode Island led the 
States of New England with an increase of 
25 per cent over last August. Massachusetts 
also enjoyed a prosperous month with a gain 
of 12 per cent. Vermont, however, still falls 
short, as in each month since May, of 1921 
sales and is the only State in this group which 
is behind 1921 in total business for the year 
to date. 

New York and Pennsylvania have been run- 
ning close together in sales but in August the 
Empire State forged ahead with an index fig- 
ure of 129 against the Pennsylvania figure, 113. 
New Jersey enjoyed a good volume of business 
and for the year to date leads.the Middle Atlan- 
tic States. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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INCOME REPORTS 


Total Invested Capital $5,664,350,132 








2117 REPORTS FILED 


Net Income Aggregated $110,566,866; Tax 
Was $7,665,386 


WasurncTon, D. C., October 9.—A total of 
2117 insurance companies filed income reports 
with the Treasury Department for the calendar 
year 1920, according to figures made public by 
Commissioner of Internal Revenue David H. 
Blair. The total invested capital of these com- 
panies was $5,664,353.132; their net income in 
1920 aggregated $110,566,866, and they paid in- 
come taxes totaling $7,665,386. 

The report shows that 129 life insurance, 
stock and mutual companies filed returns for 
the year, showing invested capital of $3,750,- 
125,824, net income of $37,658,385 and income 
taxes paid amounting to $2,004,966. Returns 
were made by 229 accident, fire and marine, 
stock and mutual companies, which reported 
invested capital aggregating $231,204,825; their 
net income for the vear was $12,498,505 and 
their income tax aggregated $1,003,527. Other 
insurance companies to the number of 1759 also 
fled returns. Their invested capital was $1,- 
683,022,483, and they had a net income of $60,- 
400,976, on which they paid income taxes aggre- 
gating $4,656,893. 

In addition to the income tax, the life com- 
panies paid war profits and excess profits taxes 
aggregating $146,004, making the total tax col- 
lected from that class of companies $2,150,970 ; 
the accident, fire and marine companies paid 
$247,033, making their total tax $1,250,560; and 
all other insurance companies paid $2,025,760, 
making their total tax $6,682,662. 

The net income of the life companies was 
I per cent of the invested capital, and their total 
tax was 5.71 per cent of the invested capital. 
In the case of accident, fire and marine, the net 
income was 5.41 and the total tax 10.01 per 
cent of the invested capital, and in the case of 
other companies the net income was 3.59 and 
the tax 11.06 per cent, respectively, of the in- 
vested capital. 

MILEAGE Books 

Insurance men whose duties keep them on 
the road much of the time would benefit con- 
siderably by the issuance of scrip mileage books, 
to be sold at a reduction of 33 1-3 per cent 
from the regular rate of fare, as proposed be- 
fore the Interstate Commerce Commission by 
representatives of the country’s traveling sales- 
men last week during hearings on the bill en- 
acted shortly before Congress adjourned, pro- 
viding for the issuance of interchangeable mile- 
age, 

While witnesses for the railroads declared 
that the accounting expense alone would be 
$1,680,000 a vear if scrip or mileage was 
ordered at reduced rates, and asserted that the 
toads had been hard hit by the growth of intra- 
state motor ‘bus lines and the extended use by 
traveling men of private automobiles, the repre- 
sentatives of the travelers insisted that the roads 


would not only benefit from increased passenger 
traffic under their proposal but would also reap 
a profit from the greatly increased amount of 
freight that would result. 

“The traveling man is one of the most im- 
portant factors in the distribution of the great 
bulk of the products of the nation’s industries,” 
it was declared in a brief filed with the com- 
“Upon his activity depends very 
largely the functioning of our 
manufacturing and mercantile interests.” 

The proposal of the traveling men, which 


mission. 
economical 


would apply also to travelers in the insurance 
business, calls for the issuance of scrip mile- 
age in denominations of $100 gross, to be sold 
by the roads at $66.67 and to be good on any 
road, and carry with it the usual first-class 
privileges as regards baggage. 


C. H. PATTON RESIGNS 


Leaves Ohio Inspection Bureau After 
Twenty-nine Years’ Service 


ILL HEALTH GIVEN AS CAUSE 


G. L. Eiselstein Appointed New Manager 
to Fill Vacancy 

CLEVELAND, Onto, October 10.—Because of 
ill health, Charles H. Patton has resigned as 
manager of the Cleveland office of the Ohio 
Inspection Bureau. He had been connected 
with the work for twenty-nine years and for 
the greater part of that time was manager of 
the Cleveland Inspection Bureau, which was an 
independent institution. 

Mr. Patton gained wide recognition through 
his interest in municipal protective legislation 
and was instrumental in securing the adoption 
cf Cleveland’s first sane Fourth of July legis- 
lation by the city council. He also aided in 
securing the exclusive high-pressure water 
mains for the business and industrial portions 
of the city. 


Policy and Loss Check in Same Mail 

A curious incident recently occurred in which 
it appears a new record for promptness was 
established by a certain accident insurance com- 
pany. <A traveling man applied for a policy 
just as he was going away on a trip, request- 
ing that the policy be sent to his wife. He 
was killed a few hours later in a railroad acci- 
dent, with the result that the policy and a 
check for the amount thereof reached the widow 


by the same mail. 


W. T. Grant Returned 

W. T. Grant, president of the Business Mens 
Assurance Company, has just returned from a 
coast, having visited the 
company’s agencies in Utah, Arizona, Cali- 
fornia, New Mexico, Idaho and Colorado while 
on this trip. While in San Francisco he made 
arrangements for opening a branch office on 
October 1 in that city, through which all Cali- 
fornia business will be supervised. 
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NEW TEXAS BUREAU 


Plans for Independent Rating Bureau 
Filed 


APPROVED BY COMMISSIONER 
CHAPMAN 


Body Would Pass on Adequacy of Casualty 
Rates 


Austin, TEx., October 10.—J. C. Bradley, 
manager of the Texas branch of the National 
Bureau of Casualty and Surety Underwriters, 
headquarters at Dallas, was here and filed with 
the department of insurance and banking of 
Texas a copy of the constitution and by-laws 
of the proposed Texas Independent Rating 
Bureau for approval by Commissioner J. L. 
Chapman. 

This is the bureau which, if placed into opera- 
tion, will fix the rates for the various casualty 
insurance companies that are writing work- 
men’s compensation insurance. It is composed 
of seven members, three representing the insur- 
ance companies, three the employers or sub- 
scribers and the Commissioner of Insurance 
and Banking constitutes the seventh member. 
Should the Commissioner approve the constitu- 
tion and by-laws the bureau will begin to func- 
tion shortly and fix the rates to be charged by 
the companies writing workmen's compensation 
business. 


BANKERS ON INSURANCE 
Committee Report Deals with Blanket 
Bonds 


The report of the insurance committee of 
the American Bankers Association was sum- 
marized in part as follows: 

J. F. Haydon & Co., Montreal, Canada, have 
made an arrangement whereby they will place 
80 per cent of the bankers blanket bonds that 
they piace with Lloyds, at London, and 20 per 
cent of the bond with the United States Guar- 
anty Company, of New York. They have also 
arranged for a minimum rate for $25,000 cov- 
erage for five employees or under at $600, and 
a graduated scale up to twenty-five employees 
for $1000. This bond is identical with the bond 
issued by the American companies. with the 
exception that it covers the payment, whether 
received over the counter or through clearing 
house or by mail, of forged or raised checks or 
(genuine) checks bearing forged indorsements 
or the establishment of any credit to any cus- 
tomer on the faith of such checks. By the 
arrangement being made with the United States 
Guaranty Company, in case of any suit, suit 
can he brought in the United States, where 
heretofore any suit against Lloyds would have 
to be brought abroad. The American com- 
panies’ lowest rate is $12=0 for twenty-five em- 
ployees or less. We are in hopes that the 
American companies will issue a bond to the 
small banks at a minimum rate similar to the 
ove issued by Lloyds and the United States 
Guaranty Company, and we understand same is 
being considered at the present time. 


Texas Association Chiefs 
A. P. Cunningham, Dallas, Tex., has been elected 
president of the Texas Association of Insurance 
Agents; P. W. Williams, vice-president; Ray 
McDowell, secretary-treasurer. 
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American 
National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., President SHEARN MOODY, Vice President 
W. J. SHAW, Secretary 


FINANCIAL STATEMENT 
DECEMBER 31, 1921 


ADMITTED ASSETS 


ae RE OTN 6s cio reis aio niala sysop sie enim Wie ace ole bisiatewgw $896,517.61 


eS Ee Ce 0 eer 4,108,612.42 
URN oa cc oso So/p0 es 18 1a 16 1510 o's) sala '06.8 Sms aloes 1,000.00 
Loans Made to Policyholders (on this company’s Policies)..... 1,198,944.47 
eS ee sis Sinlleveid wee ie wise hws Mig Dib wee ie venga reves 3,536,822.42 
NN ee ects a oa Seu winis 065.8 681d 5% 6S Sie-ai5 WIS Siar 1,463,977 .37 
ES ee ee er er oor re 6,908.28 
IE PANN ARE PARNER 526 <6 5 6:0 100009. 66:00:40 010 00509106 Wie 880 6 237,661.04 
Deferred and Uncollected Premiums...................0000- 221,999.36 
(Less Loading) 

ee nN rina, sim Gwe /alore wie: 62-45 em wwe ois sie e's 0 eis wile 493.95 

MEUM URO PD MRIESIUE TSS ona wacsasicons snes seo escesesesu noes $11,672,936.92 


LIABILITIES 


Net Reserve, American Experience. ............ccccsccccees 
(3 and 34% Per Cent) 


$9,261,807.63 


Special and Contingent Reserves... <.... 2.2.20. .sesesesscess 204,251.00 
Reserves for Death Losses in Process of Adjustment or Adjusted 
SG GaG as cockne ss sos e's ses wic wwe oo sléicn sa seie 105,608.25 
MEI ino isc ints ive 5 Sia pws 5141s ives 6's @ Wi wo\s o aleis's oslo ee 129,129.51 
Se  EMNRERRD 5 issn va 6-6 6-56 -5:4'9 3 505 0 4 0 5s 4 )0 019 ww is ow eels we 158,244.72 
So eo $500,000.00 
EE RIAN 5255. on iss im in is Wie'o 365 i0ois = ciwiois' o civn S 243,252.00 
AS eee sor 1,070,643.81 
es ee ee 1,813,895.81 
ay A RN a os os 55 0's 5:09 0000 60 6 66 Sew ioeiaee $11,672,936.92 
ORDINARY AND INDUSTRIAL LIFE INSURANCE IN FORCE 


$157,699, 773.00 
Operates In Nineteen States and the Republic of Cuba 
**ANCHOR TO THE ANICO” 











YOU 
CAN WIN 





In your race for business The Lincoln National Life 
Insurance Company offers you every advantage in giving 
up-to-the-minute policies and record breaking service. 

The Lincoln Life writes women on the same basis as 
men and issues policies in all regular forms down to age 
10. It accepts the risk on persons having slight physical 
impairments and on persons engaged in hazardous oc- 
cupations. 

The Lincoln Life bends every effort to issue policies 
promptly, getting them back to the agent for delivery 
before the prospect gets ‘‘cold.’’ 


You have every chance to be a winner when you 


Cink uP (Swira Tae (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $225,000,000 in Force 





























Federal Surety Company 


Home Office, Davenport, lowa 


Began business July Ist, 1920 
Licensed by U. S. Government November 20th, 1920 


An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


OAKLEY H. BEYER 


Superintendent of Agents 


W. L. TAYLOR 


Vice-President and General Manager 








St, 
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** Life Insurance and 


—How To Sell It” 


ERE’S A BOOK “chock full’ of the 

newest there is in life insurance salesman- 
ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 
most successful salesmen. Ads interesting as 
it is helpful. Not the theory of one man but 
the compilation of experiences of nearly a 
hundred star producers. They tell you how 
they do it. Get this book of good things. 





ABSORBING AND INTERESTING 
$1.00 postpaid 


The Insurance Field Co. 


Incorporated 
Box 617 Louisville, Ky. 
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Bo A. Si; JORN 


OCTOBER 3, I922 


© UNDERWOOD & UNDERWOO 





ELECTED PRESIDENT OF THE NATIONAL SurRETY Company, New York. 
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w. B. JOYCE MOVES UP 


Becomes Chairman of National Surety 
Company—E. A. St. John President 


NATIONAL TO INCREASE CAPITAL 


Recommendation Voted That $5,000,000 
Become $7,000,000 

The announcement last week that William 
B. Joyce, president of the National Surety 
Company of this city, had been elected chair- 
man of the company and ceded the office of 
president to his able lieutenant, Edward A. St. 
John, was a complete surprise to casualty and 
surety underwriters in this city. It was the 
subject of comment in most offices along the 
Street, where the view was expressed that Mr. 
Joyce would be as active and aggressive as 
heretofore in guiding the destinies of the Na- 
tional Surety Company but that routine mat- 
ters, that naturally fall to the president, would 
be taken care of by Mr. St. John. It was 
pointed out in some quarters that several giants 
in the insurance business lately have stepped 
out of the presidency of their company in order 
to escape the routine work of that office and 
devote more of their energy towards the ex- 
pansion of their company or companies. One 
of the most recent examples was Henry Evans, 
chairman of the Board of the America Fore 
of fire companies, who stepped into his present 
office about two years ago. 

E. A. St. John, the new president of the Na- 
tional Surety Company, has been marked out as 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


— 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























He 
is a strong executive very much the type of 


one of the big men in the surety business. 


William B. Joyce and the two men have been 
Mr. St. 


John has been a vice-president of the National 


great friends for a number of years. 


Surety Company for the past six years and is 
one of the most popular executives of the com- 
pany. He is president of the newly organized 
New York Indemnity Company and is a 
director of the National Surety. Mr. St. John 
was born in Buffalo, N. Y., in 1869 and won 
his spurs as a highly successful salesman. 

The acceptance of the chairmanship by Mr. 
Joyce is the culmination of a career of unusual 
effort. 


success by ability and aggressiveness, having 


Mr. Joyce has climbed the ladder of 


started under adverse conditions and overcome 
innumerable obstacles. His new position will 
correspond to that of Judge Gary in the United 
States Steel Corporation. 

At the age of 38, William B. Joyce, became 
president of the National Surety Company. He 
was chosen to head that institution at a time 
when the company was on the verge of ruin; 
he was selected to lead it out of its difficulties, 
which he succeeded in doing beyond all expecta- 
tions, as the examination of the company’s 
statement readily shows. Mr. Joyce is fifty- 
six years of age. 

With the announcement of the acceptance by 
Mr. Joyce of the chairmanship of the company, 
it was further stated that at a meeting of the 
board of directors it was voted to recommend 
to the stockholders that the capital be increased 
from $5,000,000 to $7,000,000, when 
accomplished, will bring the National Surety’s 
resources up to approximately $30,000,000. 


which, 


National Life Enters Virginia 

Cnricaco., Itt., October to.—President A. M. 
Johnson, of the National Life Insurance Com- 
pany of the U. S. A., announces the entrance 
of the company into the State of West Virginia, 
a commonwealth heretofore outside the opera- 
tions of the National Life. B. W. Partridge, 
Jr., has been appointed general agent for the 
State with headquarters at Huntington. Mr. 
Partridge has had years of successful experi- 
ence as an underwriter and agency organizer. 





M. E. JEWETT ELECTED 





Becomes President of Royal Indem- 
nity Company 


E. D. LIVINGSTON AND J. MORRISON 
OUT 


New Vice-Presidents Are Frank J. O’Neill 
and Franklin Vanderbilt 

A complete reorganization of the official staff 
of the Royal Indemnity Company of New York 
was announced on Tuesday of this week. Mil- 
ford E. Jewett, former vice-president of the 
company, elected president to succeed 
Charles H. Holland, who resigned to devote 
his energy to the organization of a new casualty 
company, details of which are expected to be 
announced at the end of this week. Edwin D. 
Livingston, vice-president of the company, and 
James Morrison, secretary, have handed in their 
resignations, which have been accepted by the 
President Jewett has announced the 
appointment of the following new officers: 
Frank J. O’Neill and Franklin Vanderbilt, vice- 
presidents; Edmund A. Tallman, Claude E. 
Trinder and Thomas F. Jennings, vice-presi- 
dents, and J. G. Mays, secretary. 

Milford E. Jewett has been associated with 
the Royal Indemnity Company from its incep- 
tion, and is looked upon as an underwriter of 
the highest order and an executive of long ex- 
perience and ability. Mr. Jewett’s strong per- 
sonality and his willingness to help those under 
him has won him a host of good friends, who 
wish him every success in his new office. 


was 


directors. 


Indiana Fire Loss $2,985,896 


INDIANAPOLIS, IND., October to.—During the 
first six months of this year Indiana suffered 
a loss of $2,985,896 from 3074 fires, Newman T. 
Miller, State fire marshal, reports. The heaviest 
loss was in January. 


Edwin Starkey, vice-president of the Mid- 
Continent Life Insurance Company, Oklahoma 
City, was a visitor in New York last week. 


















PROGRESS OF NATIONAL 
YEAR Canital Assets 
| A 1 a ee anne eae te $5,900,000 $25,034,409 
tL Berar areata oe 5,006,000 22,217,942 
Bo ciciwcters o1ciy slaeteieegs 5,000,600 19,076,653 
SP io. o.a se cise orere cere $000,000 16,133,858 
REE io 4 oidiw eric db mw eiainea $900,900 13,948,038 
Ia as kde @ se Renton ey Wik Be 4,000,000 
1} | 13 eae etre a eearec a iee o 8,000,000 
DOE es oa ccotie ye wee Ree 2,000,000 
PRG aw vi wi steiele mere ceibes 2,090,000 
PRS cc eiccssecsnnenhes 2,090,000 
FORE sce eave neue anew cies 1,500,000 5,988,581 
PERO he scare eas Kheredsee 1,500,600 
TOUR 6 ocev ete ehg need ee.8 750,600 
MO alte ee ae ak oie 500.000 
DOE css ce caeeeae o6e 500,000 
DN 8 ss on bene se aecees 500,900 2.085.527 
1905... NS ea ee 500,900 2,042,069 
ROMS 8.55 2 ele Gene eeen 500,000 1,940,031 
| i reer ee i tea a 500,600 1,611,596 
M902 So cccsscne viawecunes 500,000 1,613,727 
BOWES s cniec ncetase ceeus 500,000 1,5 
ROU it wesc cvnneeeeey 500,000 1,5 
DEO esd cae was neomems 500,090 1,5 
PEGS. ccc os daw ewicc wiccsls 500,990 1,3 
POO S ov. cc ceccwtnceses 500,000 3, 








= Business of five 


and one-half months. 


SURETY COMPANY 


Surplus Premiums Losses Paid 








$5,763,247 $13,365,648 $4,520,054 
5,314,022 10,987,154 3,048,117 
1,846,604 35 2,120,716 
4.211.694 ? 1,614,877 
$300,116 5,394,331 1,229,961 
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1,507,681 3,292,955 977,237 
1,011,999 2,750,027 778,349 
902.953 2,295,960 520,162 





908,152 1,800,000 537,651 
$90,164 1,585,657 501,799 
$46,213 1,286,708 636,798 
402,422 1,211,032 482,843 
299,407 1,025,373 342,819 
186,738 848.509 293,724 
545,573 760,869 217,634 
542,495 649,828 175,761 
25 558,747 95,130 

402 01,976 146,087 
575,435 401,408 46,103 
540,038 204,963 7,508 
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NE of the early-day writers 
who worked out the story 
of Cleopatra’s life insists 
that she had a peculiar trick 

of putting her wealth into pearls 
and then drinking the jewels. He 
doesn’t go into elaborate details but 
infers that whenever Caesar's 
sweetheart got a hold of a thousand 
or so talents that she didn’t know 
what to do with she scurried around 
until she could find the rarest of 
these rare pearls, mixed them up 
with a tasty cordial and swallowed 
them. Undoubtedly she thought 
they would stay with her until her 
death and make her more valuable 
after life than before. Another 
historian, writing of Charlemagne, 
informs us that the great Frank 
king built an impressive tomb for 
himself and ordered that all the 
wealth with which he was possessed 
at the time of his departure be placed 
therein with his body. This was 
done and 200 years after his death 
the vault was opened and the 
wealth stolen. Here are two sam- 
ples of idiocy. Both individuals 
stood forth in the world’s affairs and 
yet each lacked sense when it came 
to money matters. The modern 
person puts his money away dif- 
ferently. He may know little about 
conquering empires or vamping 
Romans but he appreciates well the 
value of life insurance. He plans 
ahead, not by drinking pearls or 
hiding his wealth in mausoleums, 
but by purchasing the policy con- 
tract of a well-established life in- 
surance company to take his place 
after death. This is the difference 
between wisdom and idiocy. 


The Prudential 





Insurance Company of America 
Incorporated under the laws of the Stateof NewJersey 
Edward D. Duffield, President 
Home Office, Newark, New Jersey 


A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance 


Home Office 
NASHVILLE TENNESSEE 














Hutchinson, Kansas 


Stephen M. Babbit, President 
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CONCLUDE CONFERENCE 





Health and Accident Men End Annual 
Meeting 





ADDRESS BY BURT MILLER 





T. B. Donaldson and W. S. Crawford Read 
Papers 

On Wednesday of last week the Health and 
Accident Underwriters Conference, in session 
at Washington, D. C., listened attentively to the 
address of Hon. Burt Miller and his ideas 
concerning the extension of education concern- 
ing insurance, as well as his remarks favoring 
suficient qualifications concerning agents. 
James L. Madden, manager of the insurance 
department of the Chamber of Commerce of 
the United States, was unable to be present, 
because of his being in attendance at the annual 
meeting of the National Association of Insur- 
ance Agents, where he was scheduled to deliver 
an address. The Southern Industrial Insurers 
Conference also participated in the first session 
on Wednesday. 

W. S. Crawford of the Journal of Commerce, 
New York, made an excellent address showing 
the development of insurance and_ predicting 
the extension of the health and accident com- 
panies’ activities into such lines as providing 
medical, hospital and nursing service. 

Dr. W. A. Granville’s paper on Health Con- 
servation and Sanitation was well received. He 
laid particular stress upon the activities of the 
mosquito and the dangers attendant thereupon. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 








Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
ee ice 1,000,000.00 
ee 554,375.00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 


We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 
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NEW OFFICERS 
HEALTH AND ACCIDENT UNDER- 
WRITERS CONFERENCE 
President, E. C. Budlong, Des Moines. 
First Vice-President, Dr. W. F. Jarvis, 

Boston. 
Second Vice-President, W. H. How- 
land, Philadelphia. 
Secretary, W. W. Dark, Indianapolis. 
C. H. Brackett, 


Treasurer, Indian- 


apolis. 


EXECUTIVE COMMITTEE 

C. H. Boyer, Chicago; Isaac Miller 
Hamilton, Chicago; W. R. Sanders, 
Cincinnati; A. E. Forrest, Chicago; H. 
G. Royer, Chicago; W. G. Tallman, 
Des Moines; E. C. Bowlby, Benton 
Harbor, Mich.; W. T. Grant, Kansas 
City. 











On Wednesday evening an informal and en- 
joyable banquet was held at the City Club, at 
which President W. R. Sanders was_toast- 
master; and a trip to Mt. Vernon in the after- 
noon was also an interesting event. 

On Thursday the Hon. Thomas B. Donaldson, 
Insurance Commissioner of Pennsylvania, de- 
livered an address in which he criticised the 
present promiscuous system of licensing agents 
and brokers, without giving due consideration 
to their qualifications. He told of the Pennsyl- 
vania system of having county advisory boards, 
composed of qualified insurance men, to which 
applicants for licenses are referred for con- 
sideration and recommendation before the issu- 
ance of licenses by the department. H. L. 
Ekern, formerly Insurance Commissioner of 
Wisconsin, referred to the system of taxation 
of net profits set forth in the model marine law 
of the District of Columbia, and compared it 
favorably with the customary method: of taxing 
premiums. Hon. Burt Miller of the District 
hoped that the new code now being worked out 
would, when passed, treat the taxation of all 
companies in this manner. 

Discussions of various interesting subjects 
and the election of officers completed the work 
of the meeting. 


CONVENTION NOTES 








W. D. Hawley, of the Great Western Acci- 
dent, of Des Moines, recently returned from 
an enjoyable trip through the Mediterranean 
When in Constantinople, the Young - 
Turks took good care of him and Mrs. Hawley, 
so that nothing happened that would warrant 
his making a claim under an accident policy. 
Mr. Hawley recently attended the annual meet- 
ing of the American Life Convention at Mil- 
waukee, as he is also president of a life com- 


Sea. 


pany. 

Discussing some of the abuses of the accident 
insurance business, one well-known underwriter, 
whose squareness is one of his outstanding 
characteristics, said that “some insurance men 
don’t seem to understand how the Golden Rule 
works.” 

Miles M. Dawson, the widely-known New 
York consulting actuary, was noted at the Hotel 
Washington. Mr. Dawson not only enjoys a 
national reputation as an actuary, but also as 
an author of life insurance and actuarial works. 

E. C. Budlong, of the Bankers Accident, Des 
Moines, was, as usual, on the job, and on Mon- 
day evening had a busy time gathering the 
executive committee together. He is so ener- 
getic and full of pep that he has difficulty, at 





NEW OFFICERS 


SOUTHERN INDUSTRIAL IN- 
SURERS CONFERENCE 
President, I. S. D. Sauls, Washington. 
Vice-President, B. L. Tatman, St. 

Louis. 
Secretary and Treasurer, E. T. Burr, 
Raleigh, N. C. 


EXECUTIVE COMMITTEE 


W. R. Lathrop, Birmingham; R. H. 
Dobbs, Atlanta; Charles E. Clarke, 
Jacksonville; C. A. Craig, Nashville; 
P. M. Estes, Nashville; G. R. Kendall, 
Chicago; A. B. Langley, Columbia, 
Ss. €, 























INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘SAll Kinds of Insurance 
on Automobiles’’ 
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Public Accountant 








Actuarial 


Actuarial 














HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 

















Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 


Stuyvesant Automobile Insurance 


surance 
Fidelity-Phenix 
BROKERS’ LINES SOLICITED 


Insurance Underwriters 











J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consclidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life C i A jations or 
Orders. . e 
Temporary money advanced on strictly private 
arrangements. 

All communcations held personal and confidential. 

Address J. L. MITCHELL, 604 Masorifé Temple, Chicago, Il. 

















Actuarial 





FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


fHlume-Mansur Bldg. 
Hubbell Building 








JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 








JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


enn, 


JAMES Hl. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303, 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








| 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 























FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 








T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 


THE BOURSE PHILADELPHIA 











—_——— 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 





A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 


Telephone Walnut 3761 


Des Moines, lowa 











WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
kichard Fonailler, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of Insurance 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service"’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 

ATLANTA, GA. 


— 


502 Forsyth Bldg. 





— 


L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 





Successors to 
Marcus{Gunn, Consulting Actuary 

















Insurance Examiners and Adjusters 





——— wt 











DONALD F. CAMPBELL ~ 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








Tel. John 1114-5 
CASUALTY ADJUSTMENT BUREAU 
90 William Street New York City 
Thos. Galbo, Genl. Mgr. ’ 
RELIABLE — INVESTIGATIONS AND ADJUST 
MENTS BY EXPERTS — QUICK SERVICE 7 “ 
REPUTATION is based on pa performances—Wesho 
results. Send for booklet of references. Liability, Com 
nsation, Auto, Fire and Theft, Collision, Pro 
| esa Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
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Miscellaneous Insurarice 





















































— 
Insurance Attorney 
a, — 
| Tel. Rittenhouse 2289-90. 
e 
ACCIDENT ADJUSTMENT BUREAU 
y 1318 Stephen Girard Bldg. Philadelphia 
Cit Frank R. Ambler, Gen. Mgr. 
: Experienced Investigators and Adjusters—Lia- 
and bility, Property Damage, Collision, Auto, Fire, 
" and Theft, Burglary, Plate Glass, Compensation. 
merece _— 
a e e * 
Statisticians 
etl 
e 
Underwriters 
e e 
oo Statistical Bureau, Inc. 
a We render complete statistical service 
sa of the highest type, because of thorough 
familiarity with Insurance Department 
and supervising boards’ requirements. 
Reinsurance and Cancellation schedules 
prepared promptly and accurately. Rates 
[ reasonable. Results most satisfactory. 
os Phone: ASHLAND 7358 
— 153 Fifth Ave., New York City 
times, in making people believe that he is a 
grandfather. 
" C. 0. Pauley, of the Central Business Men’s, 
Chicago, is a great believer in co-operation, 
= and attends all meetings of importance relat- 
PHIA ing to the business in which he is engaged. He 
es was recently noted in attendance at the sessions 
—— of the International Claim Association, at 
Atlantic City. 
ellor Among the prominent absentees were: A. E. 
Forrest, vice-president of the North American 
Accident of Chicago; Isaac Miller Hamilton, 
president of the Federal Life, Chicago, and 
= Dr. W. F. Jarvis, president of the Fraternal 
eae Protective Association, Boston. Forrest 
——_ and Dr. Jarvis were detained at home by ill- 
ness, and Mr. Hamilton sustained injuries in 
the same automobile accident which caused the 
Y death of his wife. 
R MEMBERS OF THE HEALTH AND ACCIDENT 
GA UNDERWRITERS CONFERENCE 
: Assets and Net Premiums Receipts in 1921 
ee Net 
—— Premiums 
Assets Written 
) _ MEMBER Dec. 31, 1921 in 1921 
° American Casualty, Reading $1,458,246 $928,332 
ance Am, Ins, Union, Columbus... 1,319,747 2,252,485 
Am, Liability, Cincinnati. . 255,849 101,267 
Am. Old Line, Lincoln... . 345,868 203,433 
ago Bankers Acci., Des Moines. 332,655 500,847 
g Bankers Cas., Minneapolis. 274,844 178,813 
Business Mens Assurance, 
y a kasas Gy, Mos... 1,499,846 2,159,524 
usiness Mens Indemnity 
— Indianapolis .........2. 15,186 109,563 
Centarl ell Mens Asso- fetes 
———_ FF tiation, Chicago ........ 401,421 1,125,118 
i a Lh Cincinnati*. 2,187,991 rg 
° lumbia Life, Omaha..... 205,372 34,912 
justers “dela Protective, Bing- . rs 
NIG ods oxo-aless 61a oa outa 56,659 176,816 
———~_ & Commercial H. and A., 
— Springfield, Tl. ........ 26,083 283,366 
ommercial Travelers L. & 
A. Cleveland .........% 515,746 218,340 
EAU fomonwealth Cas., Phila. 638,446 869,422 
k City a i Life, Kansas ‘aie aiad 
pe REN lo Tab Nis cows acer ove 260,606 237,48 
DJUST- uluth Cos, Assn., Duluth 9,598 15.047 
— OUR Eastern Casualty, Boston.. 164,568 261,760 
Weshow rape H. & A., Indianap.. 1€8,174 677,186 
a, Coe Feet Casualty, Detroit. . 41,736 438,873 
Pro} Nsurance, Lincoln. 300,798 87, 
Accident, real Life, Chicago® 5,625,824 697,555 
a Savings an ns., 
es FF iitianapotis “snes 20,675 167,664 








Fidelity H. and A., Benton 
Harbor, Mich. +<:<ccwcens $37,735 $189,742 

Fraternities H. & A., Rich- 
Mi Ws oo 6. oe o.e inne 22,401 77,739 

Fraternal Protective Assn., 
PROSUON  a bédse Seas euess 239,556 290,882 

Fort Wayne Mercantile Ac- 
cident Assn., Ft. Wayne. 24,547 53,219 

General A., F. & L. Assur., 
31 8,528,295 


PRUAGEIDRIA occ cictcisiesccs 8,453, 
General Cas. & Sur., Detroit 1,538 
Great American Mutual In- 

demnity, Mansfield oa 
Great Western Accident, 

es MOMeOt 6c cisaciee sis 569,377 
Home A. & H., So. Bend.. 6,679 
Hoosier Cas., Indianapolis. 212,490 
Illinois Mutual Cas., Peoria 56,800 
Integrity Mut. Cas.. Chicago 5 
Inter-Ocean Cas., Cincinnati 
Interstate Bus. Mens Acc., 


1,050,706 


443,341 675,495 





106,821 
9 2,009 900 








954,211 


Dee MOMs occ s<akaicws. 518,156 556,397 
Interstate L. & A., Chat- 

SII ook co cuee sae aes 289,893 708,736 
Iowa State Traveling Mens, 

Dee TROON o iscinseneess $26,680 577,222 


Kansas Central Indemnity, 
REUICMANGOR: s. 0.0/4 cceic:c05-<0 172,029 105,306 
Kentucky Central Life & . 
Acc., Anchorage* ....... 696,675 1,336,470 


7 
106,333 


169,283 


Liberty Mutual, Dayton.... 











Lincoln Accident & Life, 

SN oe ateasameens 874,540 
The Maccabees, Detroit.... 20,677,916 7,825 
Mass. Accident, Boston.... 606,167 
Mass. Bond. & Ins., Boston. 6,982,343 6,596,364 
Meridian Ins., Charleston, 

eka 5 RR eee 87,094 96,219 
Merchants Life & Casualty, 

WEIMRCAPOHS 6.o.60:0:00c09 «8 227,641 
Midland Cas., Milwaukee.. 216,115 
Michigan Casualty, Saginaw 6,713 
Ministers Casualty Union, 

Minneapolis .ccccs0c sees 184,024 
Minnesota Commerc’! Mens, 

MIMNEADOHE 0.00.0. c6sse cies 124,582 170,313 
Mutual Benefit Health & 

Accident, Omaha ....... 440,889 1,830,742 
National Business Mens, 

CCE wii cane ees ies 16,309 74,396 
National Life of U. S. A,, 

CIGGOE ce carcss-se scene 21,468,853 2,563,654 
National Life & Accident, 

DASE Sc ivicente cease 7,107,005 10,576,606 
National Masonic Provident, 

PE er ee 352,¢ 112,349 
Nat’l Relief Assur., Phila. . 17 381,291 
New York Safety Reserve 

Fund, New York... <0 31,779 67,472 
North Am. Acc., Chicago.. 1,099,840 1,837,578 
North American Life & Cas- 

ualty, Minneapolis*..:... 223 896 49,892 
National Travelers Benefit 

Dies MNES... covctccees 102,135 








Occidental Life, Los Ang.* 3,595,193 255,854 
Ohio Nat’l Life, Cincinnati. 3,146,441 +1,093,894 
Ohio State Life, Columbus* 3,275,791 74,265 
Old Line Life, Milwaukee* 3,780,865 91,804 


Pacific Mutual Life, Los 

eee) Gacemacusesens §5,199,251 3,809,802 
Pan-Am. Life, New Orleans 10,/00,680 72,895,334 
Physicians Cas. Assn. 0 i 

America, Omaha........ 203,468 150,409 
Progressive Assurance, Min- 

NEGDONS. cicciccawecnseuas - 14,484 24,763 
Reliable Life & Accident, 

SE: OOS a. cao couseeews 163,903 439,978 
Reserve Mut. Cas., Chicago. 5,632 £11,474 
St. Lawrence: Life Assn., - Reise 

Dee VOOM .cecucsceaves 33,672 27,636 
Standard Life Insurance, <a 

iyi |: ie Creer 2,726,849 47,541 
Safety First Ins., Oklahoma 

CHG hv act cece nceuesrzes 203,782 74,736 
Sick & Acc. Assn., Toledo. 9,849 26,721 
Southern Life & Health, ae: Peer 

Birmingham” ...<6< «<<<. 178,566 ' 852,109 
South’n Surety, Des Moines 6,007,996 6,142,620 
Time Insurance, Milwaukee. 115,488 409,477 


Travelers Equitable, Minne- 


apolis* 244,635 





Union Casualty, Detroit... 48,860 
Union Indem., New Orleans 3,594,615 3,150,910 
Union Insurance, Wichita. . 16,365 10,131 
United Casualty, Westfield. 200,371 65,115 


United L. & Acc., Concord, 
i, A: RAP riccc 


2,168,560 7764,961 





UW & Indem. Socy., Boston. 41,663 39,801 
Vermont Accident, Rutland. 26,058 _ 35,924 
Washington L. & A., Chicago 25,195 500,880 
Woodmen Accident, Lincoln 761,672 442,578 
World Acc. Assn., Omaha. 21,001 22,340 
DR? cetncee aes $199,872,199 $86,816,778 

* Premiums are for health and accident branch; 
assets include life branch. 7+ Life business. {In IIli- 


nois. 


—J. R. Tober, formerly special agent for the farm 
department of the Home of New York in Illinois, has 
gone with the Insurance Company of North America 
in a similar capacity. 
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PERSONAL ITEMS 





Claud L. Clark of St. Louis has become actu- 
ary and assistant secretary-treasurer of the 
Liberty Life Insurance Company of Topeka, 
Kan. Mr. Clark had been actuary of the Mis- 
souri department and was at one time con- 
nected with the International Life of St. Louis. 

Walter W. Head, vice-president of the St. 
Joseph Life Insurance Company of St. Joseph, 
Mo., was honored at the recent huge annual 
convention of the American Bankers Associa- 
tion, at New York, by being elected first vice- 
president of that association. Mr. Head is a 
man of varied interests, being president of the 
Omaha National Bank, the Omaha Safe Deposit 
Company and the Omaha Trust Company, vice- 
president of the American National Bank of 
St. Joseph, Mo., and a member of the Nebraska 
State Capitol Commission, as well as a life in- 
surance official. 


J. Harvey Patterson Resigns 
J. Harvey Patterson has resigned as vice- 
president of A. M. Best & Company, to be- 
come manager of the Western Improved Risk 
Association, with headquarters at Chicago. 








STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 
of THe Spectator, published weekly at New York, 

N. Y., for October 1, 1922. 

State of New York, County of New York. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Robert W. Blake, 
who, having been duly sworn according to law, deposes 
and says that he is the acting managing editor of -THE 
Spectator, and that the following is, to the best of 
his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal 
Laws and Regulations, printed on the reverse side of 
this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher—The Spectator Company, 135° William 
street, New York. 

~ gallate L. J. Smith, 135 William street, New 
York. 

Acting Managing Editor—Robert W. Blake, 135 
William street, New York. 

Business Managers—The Board of Directors of’ The 
Spectator Company, 135 William street, New York. 

2. That the owners are: (Give names and addresses 
of individual owners, or, if a corporation, give its name 
and the names and addresses «f stockholders owning 
or holding 1 per cent or more of the total amount of 
stock.)—Arthur L. J. Smith, 135 William street, New 
York; Charles H. Nicoll, 135 ‘William street, New 
York; M. Nicoll, 135 William street, New York; 
Robert W. Blake, 135 William street, New York; F. 
T. Smith, 135 William street, New York; Harry W. 
Barnard, 135 William street, New York. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.)\—No bond- 
holders, mortgagees or other security holders. 

4, That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold- 
ers, if any, contain not only the Sist of stockholders and 
security holders as they appear upon the books of the 
company, but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs con- 
tain statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a 
bona fide owner; and this affiant has no reason to be- 
lieve that any other person, association, or corporation 
has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him, 

Ropert W. BLake. 
(Signature of acting managing editor.) 
Sworn to and subscribed before me this 29th day of 


September, 1922, 
[Seal] Ruporen A. BAKER. 
(My commission expires March 30, 1924.) 
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THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas. 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 
The 62nd Annual Report Shows: 


Premiums received during the year 1921.............e.000 $6,990,547 
Payments to Policyholders and their beneficiaries in Death 

Claims, Endowments, Dividends, Etc..............000. 4,740,340 
Amount Added to the Insurance Reserve | PUMGEs<sccccccccsie 2,121,307 
Net Interest Income from Investment................-000% 1,964,050 

($642,638 in excess of the amount required to maintain the 

reserve) 

Actual mortality experience 53.44% of the amount expected. 
RTRMERE TAC EAN RMOE 6 (55:55 6.5 41415: 6:4101n'ele ies Snie esas ecsieeeesicele $223,116,887 
AD GRC CRC AMBER Sc \s:0i0% arsie c1nSwis sineelns elas ien eeloce acess 43,222'398 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
256 BROADWAY NEW YORK 
































C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS, Secretary and Treas. 


The National Life and Accident Insurance Co. 
OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 
Deposited with Treasurer of Tennessee 


KANSAS’ GREATEST LIFE INSURANCE 
COMPANY 


Invites Inspection—Inquiry of Integrity 


The Farmers & Bankers Life 
Insurance Company 


Home Offices Wichita, Kansas 




































Admitted Assets, Jan. 1, 1922 COMBINATION 
sce $3,207,539.00 ONTRACTS 
“3 IN 1" 
: LIFE 
HEALTH 


ACCIDENT 


E poticy 
REMIUM 
—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 


yes 
: . > | Permanent Disability 
HOME OFFICE, SEATTLE, U.S.A. Benefits 


Reliable Represeutatives Wanted arom —_ a 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 








D. B. MORGAN 
President 








SUCCESS IN LIFE INSURANCE 


comes to the Agent armed with perseverance and equipped with low rate, profit bearing, protective 
policies. 

The Great-West Life is the most successful Insurance Company in Canada simply because its efi- 
cient and economical management, high interest earnings and low death rate enable it to offer sound 
and attractive policies wherewith to equip its Agents. 

We have attractive agency propositions in various territories. If interested write— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office 


WINNIPEG CANADA 








WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 











Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 



















» ‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
an “| Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


Ctton On States 


LIFE INSURANCE CO-enenis) 





COLUMBIA LIFE INSURANCE CO. 


OMAHA, NEB. 


Offers General Agent’s contracts, direct with 
Home Office to District Agents, in Nebraska, 
Minnesota and South Dakota. 


Up-to-date policies. 
Address H. C. Mason, President. 








LIFE 


IGOO 











ao ee) Ss oe SE 


og = PY-N 7+ \ =) | ol e 
INSURANCE Co. 





~ FOR GOOD MEN 


CBRabwbins, Pres. CB Svaboda, Secy 





| HOME OFFICE : CEDAR RAPIDS, IOWA. 











CONTRACT 
TERRITORY] 
COMPANY| 









AGENCY MANAGER WANTED 


WANTED:— Experienced Agency Manager by 
live, strong Life Insurance Company with over 
$150,000,000.00 life insurance in force. Must be 
well qualified to handle agency department. 
Address Box M.L.W., care of THE SPECTATOR, P. 
O. Box 1117, New York. 
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THE SPECTATOR 




















WANTED 


Experienced Agency Manager of Ordinary De- 
partment by Southern Life Insurance Company 
that operates in twenty States. 


Address “‘Ordinary’ care of THE SPECTATOR, 
P. O. Box 1117, New York. 




















AGENTS WANTED 


ace Liberal commission paid to live producers. 


H. G. ROYER, Pres. 
C. O. PAULEY, Sec’y. & Treas. 











Illinois and 
policies. 


Clarence J. Daly, President 


EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
Missouri with direct Home Office contracts. Liberal 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 

















Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
elaware 

President ; - a a j ; P . a HENRY P. BLAIR 

Vice President . : P og : : . JOSEPH SANDERS 

2nd Vice President (Agency Supervisor) . . WILLIAM A. BENNETT 

Secretary ’ ; 3 - e P ALLEN C. CLARK 

Actuary ened . GILBERT A. CLARK 


Main Office, 816 14th Street, N. W.,- WASHINGTON, D. C, 

















‘hursday October 12, 1922 
—=—. 
ORRIN: nape, 
NY WE WANT AGENTS 
to push our five-point-nine policies. 

990,547 Excellent Iowa territory and liberal 
740,840 e contracts for men of good reputation. 
org “THE COMPANY OF CO-OPERATION” 
ai THE DES MOINES LIFE & ANNUITY CO. 
22,328 A. L. HART, Agency Manager 

Home Office—Register Tribune Bldg.—Des Moines, lowa 
YORK 
a 

PHCENI ASSURANCE COMPANY 
ICE LIMITED, OF LONDON 
(ESTABLISHED 1782) 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 
HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 
e CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE”’ 
U. S. Head Office: 
Wnsas CALEDONIAN BUILDING 50-52 Pine Street,jN. Y. City 
CHAS. H. POST, U. S. Manager 

om R. C. CHRISTOPHER, Assistant U. S. Manager 
ig, protective 
caus its ef GREAT REPUBLIC LIFE INSURANCE COMPANY 
2 ae Los Angeles, California 
‘i CAPITAL, $500,000 | FULLY PAID 
an GREAT OPPORTUNITY 
— FOR LIVE MEN 
id H. S. Bridgewater, 1951=52 Railway Exchange Bldg., St. 
~_ Louis, Mo., Manager Missouri and Kansas. 
IGAN J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 

Texas, Manager Texas, Oklahoma and New Mexico. 
(ICH. W. H. Savage, Vice-President and Agency Director. 
— 
a] 
10. 
ith 
ka, 














THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An “Old Line’? Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 























YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one-of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 

















Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per poll 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
Ss. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 

















To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease and every accident. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


Westminster Bldgs 
CHICAGO, ILL. 


DENVER,{COLORADO 








THE SPECTATOR Thurs 0c 
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dau| AMERICAN 
Fee} SURETY 

| ¥ COMPANY 

4 of NEW YORK 


ions Home 1 00 BROADWAY 


Office Building 
Fidelity andSurety Bonds Burglary Insurance 
Check Forgery and Alteration Insurance 


























GENERAL INSURANCE OFFICES 


WILL IN 1922 
PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
nae offices that have life departments are pleased with 
results. 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gen- 
eral insurance office. In 1922 this Company will make a 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire, 
or fire and casualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 











A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


Ready Reference Digest 


of 
Accident and Health 


Insurance Law 
By Myron W. Van Auken 


of the Utica, N. Y., Bar, General Counsel for 35 
years of the Commercial Travelers Mutual Accident 
Association of America, Utica, N. Y. 





MYRON W. VAN AUKEN 


A complete reference book containing 
digests of all Federal and Appellate deci- 
sions defining the words “Accident” and 
“Accidental Means.”’ 


Completely cross indexed from _ every 
possible lead. Ready reference to every 
angle of every decision. 


Sf MI NMM | Fs ee BD & be te Pt et ed et ee ee as es a a ee esiwaks—(‘( zw 


Contains the information absolutely nec- 
essary for accident and health insurance 
companies’ officers, their claim departments, 
their adjusters, surgeons and physicians and 
is most valuable for all attorneys interested 
in health and accident insurance cases. 


Price $6.50 per copy 





THE SPECTATOR COMPANY 


Selling Agents : Cl 











OLD COLONY LIFE INSURANCE COMPANY ‘iia ay va & 
CHICAGO, ILL: ’ 
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SOME FIRE, CASUALTY AND MISCELLANEOUS INSURANCE PUBLICATIONS OF 


THE SPECTATOR COMPANY 


Standard Insurance Publishers 


THE SPECTATOR 


An American Weekly Review of Insurance—Subscription, $4.00 Per Year 


THE INSURANCE YEAR BOOK 
FIRE AND MARINE VOLUME $15; LIFE, CASUALTY AND MISCELLANEOUS VOLUME $15; THE SET $25 





Fire and Marine Publications 


Agents’ and Inspectors’ Pocketbook of Fire Protection 
Agent’s Key to Fire Insurance 

Building Construction as Applied to Fire Insurance 
Condensed Chemical Dictionary 

Crane’s Expiration Registers 

Distribution by States of Fire Insurance 

Fire Insurance Agent and His Agency 

Fire Insurance Inspection and Underwriting 

Fire Insurance Law Chart 

Fire Insurance Laws, Taxes and Fees 

Fire Insurance Pocket Index 

Fire Prevention and Protection 

Fire Underwriters’ Rating Bureau Map 

Fire Underwriting Profit and Loss Tables 

Hand Book for Fire Insurance Agents 

Marine Insurance Chart 

Mutual Fire Insurance Fallacies 

Operation of 80% Average Clause 

Quick Pro Rata Premium Table 

Ready Reckoner for Earned and Unearned Premiums 
Ready Reference Ledger 

Reports of Fire Insurance Companies 

Semmann’s Fire Insurance Cancellation Tables 
Special Agents’ and Adjusters’ Handbook 

Special Agents’ Electrical Handbook 

Stock vs. Mutual Insurance 

Underwriters at Lloyds, London 

Universal Manual of Fire Insurance Cancellations 
Weakness of Mutual Fire Insurance 

Where Fire Insurance Dividends Come From 


$2.50 





Casualty and Miscellaneous Insurance Publications 


Accident Insurance Manual 
i Manual for the Settlement of Accident and Health 


3.00 
Benefits Under Accident Policies .50 
Causes of Disability 10.00 
Classification of Occupations for Accident and Health Insurance 1.50 
Claims Arising from Results of Personal Injuries 3.50 
Daily Casualties—an accident leaflet 10 


Defying Fate—an accident leaflet . 10 
Digest of Workmen’s Compensation Law in the United States 5.00 
Handy Chart of Casualty and other Miscellaneous Insurance 


Companies in America 75 
Health and Life Insurance Tables 10.00 
Industrial Claim Adjuster, The 1.00 
Investigators’ and Adjusters’ Hand Book 2.50 
Liability Investigators’ Hand Book 1.50 
Manual of Fidelity Insurance and Corporate Suretyship 2.00 
Method of Deducing Liability Rates 1.00 
Practice of Insurance Against Accidents and Employer’ Liability 2.50 
Pocket Register of Accident Insurance 75 
Principles of Surety Underwriting 3.50 
Selection of Risks by the Casualty Solicitor .50 
Social Insurance, by I. M. Rubinow 4.20 
Something is Always Happening—an accident leaflet -10 
Standard Accident Table, A 1.50 
Tables of Comparative Benefits of Various Compensation Laws _ 1.00 
This May Happen to You 25 
Thousand and One Hints to Industrial Agents 1.50 
Underwriting and Investment Profits and Losses 10° 


Sole Agents for all works handled by CHARLES & EDWIN LAYTON, of London, England 
Send ten cents for new complete Catalogue of Insurance Publications with descriptive circular of books listed above 





BUILDING CONSTRUCTION 
AS APPLIED TO FIRE INSURANCE 
By Caar.es C. DoMINGE 
Also 
INSPECTING FOR FIRE 
INSURANCE PURPOSES 
By Watter O. LincoLn 


PRICES: 


In Paper Cover, $1.00 
In Substantial Cloth Binding $1.50 











WHEN IT IS PUBLISHED. BY 

THE SPECTATOR COMPANY 

IT IS 

THE STANDARD WORK 
ON THE SUBJECT 





TWO GOOD SELLERS 


FIRE INSURANCE INSPECTION 
AND UNDERWRITING 
By C. C. Dominas and W. O. Lincotn 


Price $5.00 
THE AGENT’S KEY TO FIRE INSURANCE 


By Rossrt P. Barsour 
Price $3.50 











THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 

















THE 





SPECTATOR 























The Provident Life and Trust Company 
of Philadelphia 


Provident Endowments protect against the 
Economic Loss caused by the Termination of an 
insured’s Producing Power through Death or old 
Age. The new Disability Clause adds protection 
when the Producing Power is terminated prematurely 
through Total and Permanent Disability. 

Endowments in the Provident mature on the 
average approximately at 65. Between 25 and 65 
the expectation is that one person will be totally and 
permanently disabled for every six persons who will 
die. 

When the Disability is Total, 90 days’ continuance 
establishes presumption of permanence. Without 
affecting other policy benefits, premiums are Waived 
and a Disability Income commences which (the Dis- 
ability remaining permanent) continues for) life 
and does not cease when the Endowment Matures. 














Great Southern Life Insurance Co. 


Dallas=Houston 


Assets Over $10,000,000.00 
Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable 
Agents in Texas, Oklahoma, Missouri, 
Kansas, Arkansas, Louisiana, New Mexico 
and Mississippi. 


Policies up to date 


Write: 
F. W. Griffin, E. P. Greenwood, 
Supt. of Agencies, or President, 


Houston, Texas. Dallas, Texas. 














FIDELITY LEAD SERVICE 


brings the agent into contact with interested buyers 
of life insurance. Last year we distributed 47,604 
direct leads—all interested prospects who had re- 
quested information. In 1921 this service, and 
Fidelity’s original policy contracts, brought us 
within 714% of the unparalleled new business result 
of 1920. 

Fidelity operates in 40 states. Full level net pre- 
mium reserve basis. Insurance in force over $223,- 
000,000. Faithfully serving insurers since 1878. 


A few agency openings for the right men. 
THE 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 


WALTER LeMAR TALBOT, President. 











I. 





WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 

A preliminary text book, or primer, deal- 

ing with the fundamental principles on 

which all sound life insurance rests, 
Price $1.50 













How To Sell Insurance 


The chief aim of this book, as the title in. | 
dicates, is to teach the inexperienced agent 

how to do his work, and build up a re- | 
munerative business. While it is intend- 

ed primarily for the new agent, it embodies _ 
a great deal of instruction that ought to be | 
of value to the agent of experience. It | 
will also be useful to those who are en- | 
gaged in the work of training inexperi- 
enced agents. Price $2.00 © 


The Prosperous Agent 


This little book is for the guidance of ex | 
perienced and inexperienced agents alike, 7 
It gives a catalogue of the characteristics | 
—the mental equipment —of the success | 
ful business man, and tells how these” 
qualifications can be utilized to the great: ~ 
est advantage by the insurance salesman, ” 
The instrument with which the agent does 
his work is his own mind. The material” 
on which he uses this delicate instrument 
is the mind of another person. It is all” 
important, therefore, that he should know 
exactly how to utilize his mental equip-" 
ment. Price, paper cover $1.00 

Red cloth $1.50 
The Art of Insurance Salesmanship © 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimus 
late the thought, fire the imagination, 
broaden the vision, and thus increase thé 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) : 
This concluding volume describes many 
ways of soliciting life insurance and int 
cludes a number of canvassing plans con 
tributed by experienced field men, with 
the author's comments on these plans. 
(Now in preparation.) i 
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Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 











Insurance in Force—Over $165,000,000.00 











Strong 


Progressive 





Large 


ATTRACTIVE POLICY CONTRACTS 
FINE TERRITORY 

















} Sarvics | Financial Stability Non-Technical Contracts 
| THE EMPLOYERS’ 
LIABILITY ASSURANCE CORPORATION, LTO. 


OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


9 Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 
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ATTRAGHIVE .. 
CONTRACTS for 
{EN OF ABILITY 


PURE LIFE 
INSURANCE 
PROTECTION 








Metropolitan Casualty Insurance Co. 


OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President. S. Wm. BURTON, Secretary 
ALBERT H. LAHY, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 
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GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


Are you seeking an agency in the States of West Virginia, 
Ohio, Kentucky, Tennessee, Virginia, North Carolina, South 
Carolina, and Georgia? 


Address 


ERNEST C. MILAIR, 
Vice-President and Secretary 

















THE LONDON & LANCASHIRE 
INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 

LANCASHIRE \ 


INSURANCE CO. ~ 
LTD. 


New York Department: 


57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 





“GRAND RAPIDS LABEL CO. 


FOR FOLDER | 
SHOWING ELABORATE DISPLAY 
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Life Insurance Men: 


ARE 
YOU 


INTERESTED? 


LET THESE CHICWENS 
PAY FOR IT WITA THEZY 
EGGS - TAEYD DO ; 


IN A MONTH fi 
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A Contract with our company will insure you 


A PROSPEROUS YEAR 





Best Commissions 
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Best Policies 


INSURANCE COMPANY 
= INDIANAPOLIS, INDIANA 


Write us 
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